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ranchise Plan Has 
Built-In Safeguards 
BCU Manager States 


Recent Revisions in Experience 
| Rating Plans Necessary Competi- 
tive Tool, Leslie Declares 


LETTER TO AGENTS’ HEADS 
Says Changes Comply Fully With 


State Laws Prohibiting Formation 
Of “Fictitious Groups” 































Recent revisions in the experience and 
schedule rating plans of the National 
Bureau of Casualty Underwriters were 
developed as a necessary competitive tool 
to meet a major economic challenge, ac- 
‘cording to William Leslie, Jr.. NBCU 
general manager. In a letter to the pres- 
idents of the state agents’ associations of 
all 50 states, Mr. Leslie said the revisions 
were “carefully and deliberately” worded 
in such a manner as to comply fully with 
various state statutes and rules prohib- 
iting the formation of “fictitious groups” 
formed for the sole purpose of buying 
insurance at bargain rates. 














Not Fictitious Grouping 


“However, common ownership is not 
the only condition for establishing a 
valid group for rating purposes,” he 
said. “Obviously, exclusive franchise and 
employe-owned fleets of cars controlled 
by the employer are properly combined 
groups and in no sense can be consid- 
ered fictitious grouping.” 

The changes, which have been filed, 
permit (1) the experience rating of auto- 
mobile liability, general liability, bur- 
glary and glass exposures for franchise 
outlets which are not owned by the in- 
sured, and (2) the insuring of employe- 
owned cars used in the business of the 
employer. Mr. Leslie observed: 

“Clearly, we are living in an era of 
transitions in business and merchandis- 
ing procedures—in many fields—brought 
about because of tight economic and tax 
conditions. Logically, only the en- 
lightened and progressive elements of 
our own business are going to be able to 
keep pace. 

“The updated eligibility rules of the 
experience and schedule rating plans 
were designed solely as a competitive 
tool in recognition of two such trends: 
(1). the adoption by many business con- 
cerns of franchise arrangements, as op- 
posed to direct financial control, when 
expanding their operations, and (2) the 
discontinuance by many large companies 
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Getting a 
running start... 


...is vital if a broker is to keep 
up with clients’ needs for protection 
against rising medical care costs 
and growing income losses during 
disability periods. 

To prepare our brokers for the 
starting gun, we have a full relay 
team of group and individual poli- 
cies —disability income, hospital, 





surgical, and major medical cover- 


ages. Many of our individual poli- 
cies are guaranteed renewable for 
greater client protection, 

Why not phone or come in to 
see Murray Connolly, our A. & S, 
Department Manager? He can put 
you.on the right track, 


“Our Second Half-Century”’ 


AGENCY, INC. 


INSURANCE UNDERWRITERS 





55 John Street, New York 38, New York * BArclay 7-8900 
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Need Legislation for 


N. Y. Insurance Law 
“Built-In Weakness” 


Superintendent Thacher Statement 
Before Legislative Committee 
On Rates and Regulation 


GIVES DEPARTMENT VIEWS 
Plans to Submit Recommendations 


To Governor’s Office; Hopes for 
Enactment at Next Session 





Following is the statement of New York 
State Superintendent of Insurance Thomas 
Thacher at the recent hearing of Joint 
Legislative Committee on Insurance Rates 
and Regulation. 

The Connecticut General decision is 
now the law of this state. It does seem 
to me that in that case the Court of 
Appeals has ccnstrued the Insurance 
Law in such a way as to warrant legis- 
lative action for clarification of the New 
York law. 

The Court of Appeals’ view of the pub- 
lic policy of New York differs from that 
which, in my judgment, has long been 
held by the Insurance Department— 
there are apparently some differences on 
that point. The Department’s view of 
what public policy has been in this area 
is well stated in the minority opinion 
written by Chief Judge Desmond. I 
would like to quote from it. 

“The majority opinion says: ‘No public 
policy would be offended by consum- 
mation of the proposed acquisition. We 
think this State’s policy of protecting the 
trust-held funds of life insurers from 
any and all diversions is plain, compelling 
and essential and that it positively forbids 
what petitioner is trying to do. 

At a later point the opinion continues, 
Desmond writing: 


Nature of Life Insurance 


“The majority opinion says that no 
sound explanation has been given for 
permitting casualty companies to invest 
in life insurance stocks, and not vice 
versa. The explanation is in the very 
nature of life insurance. A life insurance 
company holds its policyholders’ funds 
in trust for the protection of their bene- 
ficiaries against want. Those trust funds, 
conservatively and prudently invested to 
serve the high trust purpose on the hap- 
pening of the inevitable event insured 
against, should not be subjected even in 
the most remote way to the hazards of 
other kinds of insurance. Nor should the 
life insurer’s trusteed funds be, by invest- 
ment in other insurance stocks, indirectly 
subjected to the other company’s less 
restrictive investment policies. If any 
further explanation of the public policy 
is sought, it can be found in the Arm- 
strong Committee Reports of 1906 (see 
Vol. 10, p. 385 et. seq.) which described 
the life insurance companies of that day 
as transacting through stock ownershin 
‘the business of banks and trust com- 
panies, reminded us of the life com- 
panies’ duty of conservatism in invest- 
ment, rejected the idea that life com- 
panies should be allowed to make more 
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MASSACHUSETTS MUTUAL FIELD FORCE 
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a How much do 
they earn? 
The 1960 average earnings of Massa- 
chusetts Mutual full-time representa- 


tives with five or more years experi- 
ence was $13,505. 


The top 100 averaged $28,387. 


With whom do 
they deal? 


Our clients — individuals and business 
organizations — buy over a billion 
dollars of new ordinary life insurance 
each year, plus almost half a billion of 
group. Our average ordinary policy 
in 1960, excluding those issued in pen- 
sion plans, was $15,952. Business In- 
surance accounted for almost $175 mil- 
lion of our 1960 new business, and 
premiums from pension and profit shar- 
ing plans totaled over $57 million. We 
now have 48 clients each owning a 
million or more of Massachusetts Mu- 
tual life insurance 
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What is their 
IX standing in 
the field? 


Our Field Force receives an un- 
usually high proportion of the top 
honors among all life insurance men 
and women — a good indication of 
the caliber of the persons associated 
with the company. 


1 in 3 won the National Quality 
award last year. 


1 in 7 are Chartered Life Under- 
writers — which means they have 
successfully completed the compre- 
hensive study course and met the 
professional standards of the Ameri- 
can College of Life Underwriters. 


1 in 10 qualified for the 1961 Mil- 
lion Dollar Round Table. 





SOMETHING TO CROW ABOUT 


Se RS ae 
Massachusetts Mutual men and 
women are successful in their chosen 
field and enjoy the rewards of work- 
ing among successful clients with 
colleagues whose education and 
background are similar to their own. 
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Not an Investment Co., Says Prudential 


In Brief Presented to SEC it Contends it Would Not Be Subject 
To Investment Act of 1940 in Writing of 
Variable Annuities 


The brief filed by The Prudential in 
Washington calling for complete exemp- 
tion of its proposed variable annuity pro- 

ram from supervision of Securities and 
Exchange Commission contended that 
the company is not an investment com- 
pany subject to the Investment Com- 
pany Act of 1940, but is an insurance 
company. 

The brief, which covers 172 pages of 
type, was submitted by Richard J. Con- 
gleton, general attorney of the company, 
and was prepared with the assistance of 
Lawrence J. Latte of Washington, coun- 
sel of the company. The development 


of the Variable Annuity, the proposed 
variable contracts and the manner in 
which the Variable Annuity business 


will be administered were covered in the 
first part of the brief. The Prudential 
told SEC that only The Prudential itself 
will issue its proposed contracts. Pru- 
dential contends in its brief that there 
is a need for this coverage. 

Among statements the company makes 
in the brief are these: 

“Since The Prudential Insurance Co. 
will be the issuer of the proposed var- 
iable contracts the investment fund of 
the variable contract account cannot be 
regarded as a separate legal entity sub- 
ject to the provisions of the 1940 Act. 


“The contention that the variable an- 
nuity program of the applicant would, 
under our interpretation of the Act, es- 
cape federal regulation, misconceives en- 
tirely the purpose of the 1940 Act, which 
is to regulate investment companies, not 
inv estment programs or investment activ- 
ities,” the company says. 


Basic Contractual Undertakings 


The basic contractual provisions of 
the individual contract are essentially 
those of the standard fixed-dollar indi- 
vidual retirement annuity contract that 
The Prudential has been selling for many 
years. The contract holder agrees to 
make monthly purchase payments in a 
specified amount until four months prior 
to the “annuity date,” the date on which 
annuity payments are to commence. In 
return the company agrees to make 
monthly annuity payments which will 
continue either for the annuitant’s life- 
time, or for the annuitant’s lifetime with 
a guarantee that the payments will con- 
tinue for a fixed term, or for the life- 
time of the last to survive of two desig- 
nated persons. The company’s obliga- 
tions will depend in this respect upon 
the option selected by the contract hold- 
er. The principal difference between this 
contract and the fixed-dollar retirement 
annuity contract is that the annuity 
payments to be made by the company 
are not fixed in dollar amount by the 
contract. Instead each monthly payment 
will vary in a manner that will reflect 
the investment results of a designated 
portfolio of investments. These invest- 
ments are held in a segregated account 
established pursuant to Section 1 of 
Chapter 123 of the Laws of 1959. This 
segregated account provides the basis 
for measuring the company’s liabilities 
under all outstanding variable contracts 
as well as the basis for determining the 
manner and extent to which the con- 
tractual annuity payments will vary from 
month to month. 

The Prudential does not now intend 
to offer any individual variable retire- 
ment annuity contract providing for pur- 
chase payments of less than $25 per 
month nor more than $500 per month. A 
second important underwriting rule re- 
lates to the provision for a “balance” 
between the amount of variable benefits 
that would be provided by this contract 
and the amount of fixed-dollar income 
that can be expected to be available to 
the purchaser from other sources. All of 
the applicant’s individual variable retire- 





ment annuity contracts, whether sold in 
New Jersey or elsewhere, will be subject 
to the balance requirements of Section 1 
of Regulation 1-1959 A-2 of the Depart- 
ment of Banking and Insurance. This 
regulation provides that prior to the is- 
suance of the contract the company must 
satisfy itself that the purchase payments 
will not exceed an amount that would 
purchase the fixed-dollar income which 
the purchaser can reasonably be expected 
to receive upon retirement from other 
sources. 

The Prudential will support the pass- 
age of the ‘New Jersey legislation which 
makes the balance requirement manda- 
tory in connection with the sale of indi- 
vidual contracts in New Jersey and the 
decision to observe a similar rule for the 
sale of contracts outside that state was 
based essentially upon the conclusions 
drawn from the historical studies made 
under the supervision of the executive 
director of the economics and investment 
research division of the company and the 
recommendations incorporated in other 
pioneering study. 

Group Contracts 

The Prudential proposes to offer two 

forms of Variable Group contracts, the 


Group Deferred annuity contract and the 
Group Variable Deposit Administration 


contract. Initially The Prudential pro- 
poses to sell such contracts only as a 
means of funding employe pension or 
profit sharing plans that are qualified 
under Section 401 of the Internal Rev- 
emue Code of 1954 and to organizations 
enumerated in Section 501 (C) (3) of the 
Code. 

A principal and important difference 
between the Group contracts and the in- 
dividual contract is that the Group con- 
tracts do not utilize a single standard 
form, The contract of insurance which 
is written for individuals is standardized, 
and represents the applicant’s best judg- 
ment, within the framework of existing 
law, including the necessity of having 
obtained the approval of the Department 
of Banking and Insurance, of what will 
best provide the objective of protection 
against the loss of an adequate retire- 
ment income and what rights may safely 
be given contract holders without com- 
promising unduly the achievement of 
that objective. 

The benefit provisions of a Group con- 
tract, however, vary widely from con- 
tract to contract, depending upon the 
terms of the underlying employe pension 
plan. The development of such a plan 
is a matter upon which the employer 
normally has independent advice from a 
professional pension consultant, and its 
terms are often negotiated between the 
employer and a labor union. The em- 
ployer and the union may have separate 
pension consultants or may work to- 
gether with a single consultant. In addi- 
tion, many of the substantive provisions 
of such a plan are determined by the re- 


quirements of the Internal Revenue 
Service. For this reason, the Group 
contracts are tailor-made to suit the 


needs of the particular purchasers and it 
is impossible to discuss these contracts in 
terms of a standardized form of con- 
tract, such as that applicable to indi- 
viduals, 

The Group Deferred Annuity lends it- 
self well to pension plans under which 
pension credits accrue annually. How- 
ever, this form of Group contract cannot 
as readily be integrated with certain 
types of pension plans, e.g., one in which 
the benefits depend upon the earnings of 
the employe in the years immediately 
prior to retirement. The Deposit Admin- 
istration Contract is more flexible and is 
suited to almost every type of pension 
plan. The Group Deferred Contract has 
the advantage of providing the partici- 
pants with the maximum insurance com- 
pany guarantee altheugh it does tend 
to over-fund the plan because deferred 
annuities are purchased before the em- 
ploye has vested right to them. 

Group Variable Deferred 

The Group Variable Deferred Annuity 
Contract acquires its structure from the 
basic forms of Group fixed-dollar con- 
tract issued by the applicant to fund 
pension plans. This contract will most 
often be based upon a pension plan ‘un- 
der which there is currently purchz ased 
for the employes, during each year of 
their employment, a deferred variable 
annuity to begin upon retirement. The 
obligation of the employer is to make an- 
nual payments, called “contributions,” 
which will purchase the annuities pro- 
vided by the plan. The amount which 
the employe will receive each year during 
his retirement is the sum of the deferred 
annuities purchased for him under the 
plan during each of the years of his em- 
ployment. 





Fidelity Mutual Life Convention 


President C. L. Pontius Introduces Most Far-Reaching Series 
Of Policy Changes Ever Made by Company at Meeting 
Held at White Sulphur Springs 


White 
Calvin L. 


Oct. W— 
Pontius, CLU, president of 
Fidelity Mutual Life, introduced at the 
opening session of the Fidelity Mutual 
convention, held here at the Greenbrier, 
the most far-reaching series of policy 
changes ever made by the company. 

The company has adopted the 1958 CSO 
Mortality Table effective November 1, and 
has made many liberalizations in policy 
provisions, such as: (a) a refund of any 
premium paid beyond the day of death; 
(b) interest on lump sum settlements 


Sulphur Springs, 


from day of death; (c) settlement op- 





Fabian Bachrach 
WILLIAM G. PIERCE 


tions effective from the day of death; 
(d) a policy change provision which, in 
most cases, is based on 100% of the dif- 
ference in cash values or reserves; 
insurance which, 


(e) 


extended term under 


CALVIN L. PONTIUS 


specified conditions, may be converted to 
permanent insurance without evidence of 
insurability; (f) full coverage imme- 
diately at age 0; and (g) more liberal life 
income options. 

New Coverages 


Riders and benefits have likewise been 
completely revamped. New coverages in- 
clude: 

(a) Issuance of the family coverage 
as a rider which can be attached to any 
permanent plan requiring premiums until 
the husband’s age 65 and with premiums 
payable for the rider only while both the 
husband and wife are alive and before his 
attainment of age 65. 

(b) Accidental death has coverage ex- 
tended to age 70, practically all passenger 
air hazards are covered, payment is due 
for death by accident and not just for 








death by accidental means, and a 78 
death benefit is paid for passenger deaths 
occurring on common carriers. Also, 
where underwriting limits require, a large 
policy may be issued with accidental 
death coverage on less than a straight 
one-to-one ratio. 

(c) Disability benefit 
pletely re-drafted, 


has been com- 
including elimination 
of the word “permanent,” adoption of 
a more liberal definition of disability, 
introduction of a full paid benefit at age 
65 in lieu of continued disability waiver 
and addition of a stepped- down dis- 
ability income benefit of $5 per month for 
disability occurring between ages 55 and 
60. Where underwriting limits require, 
the disability income benefit can be 
added for a lesser por than $10 of 


monthly income for each $1,000 of basic 
insurance. 
(d) Additional Term riders can be 


issued on a substandard basis up to class 
D and for as much as twice the face 
amount of the basic policy. 


Premium Rates Reduced 


Premium rates are based on a quantity 
discount four-band system. In general, 
premium rates have been reduced with 
more marked reduction at higher ages 
and on larger amounts. 

Premiums are shown on the face of the 
policy and in the company rate books on 
a monthly, pre-authorized check plan, 
quarterly, semi-annual and annual pat- 
tern. The quarterly premium is based on 
the monthly premium less a 2% discount; 
the pre-authorized check and semi-an- 
nual premium is based on the monthly 
premium less a 344% discount; and the 
annual premium is based on the monthly 
premium less a 54%2% discount. 

Rates for women for most plans and 
for $10,000 and up face amount are 
based on the 1958 CSO Female Mortality 
Table. 

Single premium rates for both insur- 
ance and annuities have been reduced 
and the quantity discount principle ap- 
plied to the single premium insurance 
rates. 

The company has completely revised 


(Continued on Page 18) 
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AALVU Sales Seminar Oct. 30 Clicked 


From Start to Finish; Arden Chairman 


Consensus of opinion of those attending 
the sales seminar October 30 of the As- 
sociation for Advanced Life Underwriting 
at Hotel Commodore, New York, was 
that it was one of the best one-day pro- 
grams from the standpoint of quality and 
timeliness of subject matter discussed 
that AALU has held to date. Much 
credit is due to Mel Arden, general agent, 
National Life of Vermont in mid-town 
New York, for his chairmanship of the 
meeting, ably assisted by Charles Krasne, 
Lincoln National Life, New York, and 
Melvyn J. Platt, independent agent of 
Trenton. 

Lead-off speaker of the seminar was 
Harold Franklin, Canada Life manager 
in Cleveland a 1960 member of MRDT 
who is presently writing a book on the 
treatment of “Life Insurance and De- 
ferred Compensation.” He is president 
of AALU this year. He presented an 
interesting talk on “Meaning and Pur- 
pose of AALU.” 

Following his talk John Todd, CLU, 
Northwestern Mutual producer in Evans- 
ton, Ill., an authority on Federal income 
and estate taxes, who has been a MDRT 
qualifying member for 27 consecutive 
years, spoke on “Life Insurance Possibil- 
for Substantial Buyers.” His ad- 


ities for 
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CUT OUT AND SAVE... IT'S WALLET-SIZE 






'NEW ADVANTAGES! 
1 FOR YOUR CLIENTS! 


§ Every broker sells service! You can i 
be of greater service to your clients 
through: Retirement Income Bond | 

(one illustration is all you need to be 

t able to apply this to many clients): r 

Executive Preferred Plan 

(cash values at end of first year); i 

New Lower Rates for J 

Term (all the usual 9 

safeguards, extra fea- 

tures). ; 

Your inquiries are I 

always welcome, 

No obligation, of i 

course, for infor- 

mation on this or 
any one of our fl 

complete range of b 

plans. 


— 


| As close to you as your telephone J 


| Matt Jaffe Associates, Ltd. 


ft 431 FIFTH AVENUE,N.Y. © MU 4-5779 | 
t General Agents t 
| The Canada Life Assurance J 
{ Company, Toronto,Canada § 


dress will be reviewed in our November 
13 issue. 


Silverstein Luncheon Speaker 


Luncheon speaker was Leonard Silver- 
stein, executive director of AALU, who 
shares this responsibility with his part- 
ner, Gerald Sherman. Located in Wash- 
ington, D. C.. Messrs. Silverstein and 
Sherman are law partners and are close 
to the pulse of what’s going on in the 
nation’s capital. Thus, it was appropriate 
that Mr. Silverstein’s luncheon talk was 
titled: “The Washington Round-up.” It 
will be reviewed in our issue next weck. 

Available to the mewspaper reporters 
at the luncheon were highspotted ex- 
cerpts from Mr. Silverstein’s talk which 
follow. This material and other helpful 
information was prepared for the press 


by Wendell Buck, well known public 
relations man in midtown New York, 
who has been retained by AALU. Here 


is what Mr. Silverstein said about the 
AALU setup and the role of its memers 
in relation to professional advisers such 
as lawyers and accountants. 
“Membership of the AALU consists of 
professional insurance experts—persons 
who by virtue of their education, train- 
ing and ability are qualified to serve as 
a bridge for expert communication be- 
tween the producers of the life insurance 
commodity—the insurance companies and 
the users and their other professional 
advisers such as lawyers and accountants 
“This task of expert communication 
encompasses not only mere information 
to the insuring public of the kinds and 
qualities of insurance protection avail- 
able, but also includes expert advice as 
to when such insurance is needed and as 
to the type of insurance which most 
appropriately suits the needs of individual 
clients. AALU members represent that 
portion of the life underwriting profes- 
sion most admirably suited to perform 
this task: by virtue of their complete 
independence of thought and by reason 
of their professional capacity for expert 
analysis of kinds of insurance protection 
presently available and which can be 
made available in individual situations. 


Must Maintain Complete Freedom 


“AALU membership can function—for 
the benefit of the insuring public—only 


if they can maintain complete freedom 
to perform their duty to their clients 
free from dominance of any institution 
or from undue restriction from any per- 
son or established profession. 


“Throughout the years, the legal pro- 
fession has — entirely appropriately— 
sought its own form of insurance—mak- 
ing it clear that the practice of law can 
be performed by lawyers alone. Ob- 
viously in many areas—of which the life in- 
surance field is merely one—the boundary 
Ine between development of necessary 
data and the application of the law to the 
data becomes the shadow we want. I 
think it is fair to state that no AALU 
member his any interest or desire to 
practice law as such. 

“The task which an AALU member 
must insist upon performing, is fulfill- 
ment of the responsibility to his clientele 
—making him aware of the need for in- 
surance protection in specific circum- 
stances and of the most advantageous 
manner in which this protection can be 
utilized by the client. In performing 
this task, some knowledge of the law is 
essential if for no other reason than 
to enable the insurance expert to more 


[>= 


adequately make the client aware of 
the need for insurance and of its ap- 
plication in giving factual circumstances 
_ “The function of AALU as an organization 
is many fold. Initially, its purpose is to define 
the contours of that portion of the 
profession which it especially represents the life 
underwriter of unusual capacity who i 
his profession in a completely ind 
manner with a degree of responsibility to his 
client and his profession meeting the highest 
standards of morality, and professional training 

“In practical terms, this means that AALU 
must articulate for the benefit of Gove nmental 
agencies and Congressional committees concerned 
—first, the existence of this organization, there. 
after and on a continuing basis, AAI.U must 
act consistent to preserve within the boundaries 
of the life insurance profession the ability of its 
membership to properly carry out their ‘respon. 
sibilities.”’ 

In the afternoon a panel discussion was 
conducted on “Deferred Compensation” 
with Frank E. Sullivan, CLU, American 
United Life, South Bend, Ind., presiding, 
He has a new book, scheduled for pub- 
lication next February, tentative title of 
which is “How to Sell Life Insurance 
and Deferred Compensation.” 

rhe final speaker of the seminar was 
Philip J. Goldberg, Canada Life general 
agent in midtown New York, a large 
personal producer whose annuzl paid-for 
is over $30 million. 


Life Sales in Charitable Endowment 
Area, Field of Future, Says Goldberg 


“F’ve years from now, life insurance 
soles in the charitable endowment area 
will be where pension sales are today,” 
said Philip J. Goldberg, one of the coun- 
rv’s leading life insurance men, in an 
address last week before the seminar of 
Association for Advanced Life Under- 
writing. Mr. Goldberg, who as chairman 
of the board of the Institute for Finan- 
cial Planning, has pioneered the de- 
velopment of life insurance as a funding 
vehicle for charitable contributions, un- 
derscored the leverage which life insur- 
ance provides in making possible a sub- 
stantial gift at death to a favored 
charity. 

“What person who genuinely believes 
in a favored charitable cause,” he asked, 
“could say ‘no’ to the proposition that for 
$25 or $35 or $50 tax deductible, paid-out 
each year, he can create an endowment 
of $1,000 to take effect at his death? 
Vhat charitable institution could resist 
such an appeal to its membership? Life 
insurance as a funding vehicle for char- 
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PHILIP J. GOLDBERG 


itable endowment actually makes pos- 
sible ‘immortality on the installment 
plan.” 


Mr. Goldberg also outlined a_ variety 
of sophisticated approaches to life in- 
surance endowment, including the adap- 
tation of split dollar insurance, so much 
in vogue in the business field, to the 
char:table field. He also reviewed the 
tax shelters inherent in contributions of 
life insurance—the income tax deduction 
for the premium, and the increase of the 
marital deduction made possible through 
keeping the gift includible in the donor's 
estate through the reservation of an 
‘incident of ownership.’ 

“Every concept which has been basic 
to the sale of business life insurance,” 
he stated further in analyzing the sales 
approach to charitable endowment, “ap- 
plies with equal force to charitable life 
insurance. It is key man insurance which 
a charity, no less than a business, re- 
quires on its big givers and hard work- 
ers. is tomorrow’s needs, funded by 
today’s modest investment of premium 
dollars, assuring to the charity that the 
dollars required for a continuing pro- 
gram will be available when they are 
needed. After all, is this not the answer 
to the fading charitable dollar?” 


— 
ae 





FRANKLIN GENERAL AGENT 

Lawrence C. Kelley, Jr. of Orange, 
Conn., has been appointed general agent 
for Franklin Life, Springfield, Ill. ac- 
cording to an announcement by Regional 
Manager J. Vincent Budds of Hartford. 

A native of Bridgeport, Mr. Kelley has 
been associated with the Metropolitan 
Life as assistant manager at New Haven. 
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I’m HOME in MY home office! 


Although I live in California, ’'m at home in Cincinnati. I say “Hi, John”— (he’s The Union Central’s 
President), and he answers, “Hello, Don,” and asks about Bernis and the children. 





It’s the same way with Pete. (He’s the Executive Vice President in charge of sales, and my boss). 
In fact, it’s like that throughout the entire organization. You might think this is unusual in so large 
a Company, but it doesn’t seem so to us. 


The Union Central is a very personal Company in a very personal business. 


That’s the way it is. 








And that’s the way we like it. 
ety 
in- Of course, this is a close working relationship, too. Supporting us are coast-to- 
ap- ye ; Ap 
ich coast television programs/ a strong national magazine advertising campaign / 
he a full portfolio of well-designed, competitive policy plans/ underwriting that’s 
= understanding and liberal/ sound. smart sales promotion that is especially 
he effective/ and a direct mail program that is unmatched anywhere. 
igh 
pe Naturally, The Union Central expects something in return. 
sic Results. 
e,” 
les And, as you can tell by the record — it’s getting them! 
1p- 
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: The UNION CENTRAL LIFE 


Insurance Company + CINCINNATI 
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Thacher Statement 


(Continued from Page 1) 


money by speculation, and warned that a 
life insurer which gets control of com- 
panies in other business will end up by 
managing those other companies and thus 
engaging in their separate businesses.” 
Construing the impact of the Court’s 
decision, the Chief Judge pointed out: 
“The statutory bans, say the majority, 
must be read with extreme literalness so 
as to allow a foreign life insurer to own 


12 months’ record of 
J. N. Metropulos* 
& Associates, 

Park Ridge, Illinois 


e First Year Paid 
Premiums $316,537.60 


e New A&S Premiums 
$116,647 


e New Life Volume 
$7,268,051 


e 45 full time 
representatives 


e Earnings in six figures 


*Joined All American 
September, 1953 





and operate fire and liability insurers, so 
long as the life company does not in its 
own name issue fire or liability policies. 
If that is all that section 42, subdivision 
3, and section 193, subdivision 2, mean, 
then, so far as protecting the holders of 
life insurance, they mean nothing at all.” 


And, in concluding, the dissenting 
opinion observed: 


“Supervision in this State of insurance 
companies, especially life insurance com- 
panies, has been the efficiently conducted 
business of our Legislature and our In- 
surance Department for a good many 
years. Licenses are issued annually so 


YOU DESERVE 
TO OWN YOUR 
OWN BUSINESS 
NOT JUST 
RENT IT! 


John N. Metropulos, Agency Builder, 
All American Life & Casualty Company, 
believes in this philosophy 


All American believes you 
should have VESTED 
interest in your renewals 

.you should receive a 
GREATER percentage of 
renewal commissions for a 
job of QUALITY production 
... you should be awarded 
a GREATER percentage of 
commissions for LARGER 
production. 


Learn how you can own 
your own business as a 
member of the All 
American team. Write 
today: E. E. Ballard, 
President. 


ALL AMERICAN 
Me & Casualty Company 


505 PARK PLACE « ALL AMERICAN BLDG. 
PARK RIDGE, ILLINOIS 


that control may be continuous. If that 
control does not, or constitutionally may 
not, include refusing a license to an out- 
of-State life insurer which puts itself in 
charge of other kinds of businesses, our 
system of supervision has a built-in weak- 
ness.” 


Built-in Weakness 


It is perfectly clear that in the absence 
of legislative enactment the New York 
Insurance Law will continue to have a 
built-in weakness and, at least in the first 
instance, permit out-of-state companies 
licensed in New York to do what New 
York companies expressly may not do. 

Since the Court of Appeals handed 
down its decision, my staff and I have 
been deeply and seriously engaged in 
consideration of all the implications of 
this decision. I can assure you they are 
remarkably complex, and I am not yet 
prepared to present to the committee the 
recommendations of the Insurance De- 
partment for legislative action to clarify 
this situation which needs clarification, 
but I would like to make some com- 
ments as to tentative conclusions on the 
basis of our studies, which I am glad 
are nearing an end, at least in some 
areas. 

There are many reasons pro and con for 
a life insurance company doing through 
a subsidiary a line of insurance business 
that the parent cannot do. Arguments 
can also be advanced—though I believe 
them without merit—that an insurance 
company should be able to do through 
a subsidiary a non-insurance business. 
However, no thoughtful argument can be 
advanced why either of these activities 
should be permitted without first estab- 
lishing adequate legislative standards. 
Based on its statutory construction of 
investment limitations, the Connecticut 
General decision might be—and, I gather 
from what I have overheard, has been 
purportedly—construed to authorize an 
insurer to establish a parent- subsidiary 
relationship with an enterprise in any 
business in spite of the absence of ade- 
quate safeguards to policyholders and 
members of the public. Such a conclu- 
sion is not warranted by the facts in liti- 
gation in the ‘Connecticut General case, 
but I point it out to indicate potential 
confusion in this area. The only sugges- 
tion of standards offered by the Court 
to this Department is in the Court’s 
opinion, reading in pertinent part, “If the 
time comes that appellant, through the 
guise of a subsidiary, actually engages 
in that business, that will be time enough 
to refuse to renew appellant’s license.” 
Such a standard would impose a serious 
administrative burden on the Insurance 
Department—a burden which would be 
alleviated by more meaningful standards. 
Without them, there is real danger of 
erosion of the New York concept that a 
life insurer should not be permitted di- 
rectly or indirectly to do business which 
is not related to the business of insur- 
ance on human lives. 


Consider Public Policy 


In approaching this problem, it seems 
to me that the Legislature should begin 
with first things first. It must first con- 
sider public policy with respect to the 
scope of permissible distraction from the 
essential business of life insurance that 
can be permitted in the case of a domestic 
insurer. When that is done, it should 
be a simpler task to delineate the reach 
of New York’s requirement that out-of- 
state insurers must comply substantially 
with Insurance Law requirements ap- 
plicable to domestic insurers. 

In my judgment there is no warrant 
for any insurer licensed in this State en- 
gaging directly or indirectly in business 
not related to insurance. 

Proceeding to the area of related and 
unrelated lines of insurance, one is faced 
with questions that cannot be answered 
entirely theoretically but must be resolved 
in terms of the essential function and 
nature of the business enterprise in- 
volved. Let me give you some examples. 


Should a life company be permitted to 
organize a subsidiary to do life business 
in a foreign nation? The answer to this 
question would seem to me to be “yes” 





= 


—and this is a concrete question that 
has been proposed legislatively—provided 
that, in order to protect the integrity of 
the pooled life insurance fund of the 
parent, there are imposed restrictions as 
to the amount of financing by loan, jn- 
vestment, capital contribution or other 
wise which the parent can give to the 
subsidiary. Without such a proviso, the 
parent would be entirely free to advance 
funds held for the primary benefit of 
its policyholders. Such a proposal, paren- 
thetically, would appear to be desirable, 
if appropriately restricted, in order to 
permit domestic companies to engage in 
business on competitive terms in say, 
Latin America or Canada, to comply with 
differing national requirements as to 
Board composition, investments, etc., to 
protect its pool of money from the impact 
of conditions which have already been 
experienced in connection with the Cuban 
situation. It would be for life insurance 

management to decide whether or not 
to engage in such enterprise, but it 
wouldn’t seem to me that the public 
policy of the State would warrant pro- 
hibition of such activity if appropriate 
safeguards of the nature I have suggested 
can be framed. 

Take another example, the separate 
account for flexible funding, and Mr, 
Oates (James F. Oates, Jr., president and 
chairman of Equitable Society) has pro- 
duced a proposal on that score for legis- 
lative consideration. If appropriate safe- 
guards can be framed, I would endorse 
legislative authorization for such ex- 
pansion of life insurance activity. But my 
“Gf” is a large one. The New York Depart- 
ment for months has been involved in a 
study of the terms and implications of 
legislation of the sort already enacted in 
this regard in New Jersey, Connecticut 
and Massachusetts, and it has been dis- 
cussed to some extent before you. In this 
area there are substantial problems, and, 
again, the question of substantial com- 
pliance may arise. I think I can best 
illustrate these by making some prelimi- 
nary comments—and they are quite 
fragmentary—on the proposal put be- 
fore the committee by Mr. Oates, which 
I have only had a chance to study 
hastily. 

His proposal, unlike the Massachusetts 
legislation, would not appear expressly 
to preclude the transfer of assets among 
the separately funded accounts nor be- 
tween them and the general portfolio ac- 
count, and it does not expressly make 
any provision—although I recognize that 
his statement declares a different intent 
—with respect to annuities which vary 
as to amounts or duration. Who, and by 
what standards, is to decide in the case 
of an opportunity for attractive invest- 
ment by an insurer having such a segre- 
gated fund whether the investment should 
be made for the benefit of the funded 
account or the general portfolio? What 
are the rights of a contributing employer 
with respect to termination and with- 
drawal of such a fund? Is it clear, under 
Mr. Oates’ proposal, that the general 
portfolio would not be liable for losses 
incurred or other deficiencies in the 
separate account? And what is to prevent 
such a separate fund or account from 
becoming a medium of acquiring con- 
trol of non-incidental or non-insurance 
business which the company itself cannot 
engage in? In this regard the proposal 
would free the segregated account from 
all investment restrictions and, in doing 
so, apparently abandon pro tanto the 
restriction on ownership of more than a 
specified percentage of stock as now af- 
fects life insurance investments. 

A number of other questions suggest 
themselves, but I believe I have said 
enough for purposes of illustration of 
the problems involved on this front. I 
would only repeat that if these problems, 
which are problems of public protection 
and the avoidance of things that the 
New York law has traditionally avoided, 
can be met, certainly this would seem to 
be a wholesome proposal, in essence. 


When one contemplates the question 
of variable annuities even more numerous 
questions arise. And, parenthetically, at 
the threshold of that area is the entirely 
respectable question whether public pol- 
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icy of this State, as it may be extra- 
polated or redefined, dictates that a 
yariable annuity incorporating no guar- 
antees and sold by a company which is 
not in the insurance business and is 
regulated by the SEC and the “blue sky” 
commissioners in the various States, 
should be under regulation by the In- 
surance Department. I do not Propose to 
suggest answers to such questions this 
afternoon. But, to the extent it is pos- 


sible to satisfy itself that the public 
interest is protected and the public pol- 
icy, as I understand it, of this State is 
served, the New York Department will 
in the near future be submitting recom- 
mendations for legislation in some of 
these areas to the Governor’s office. As 
soon as practicable, they will be made 
available for consideration by your com- 
mittee, and it is my hope that legislation 
clarifying the public policy of New York 
may be enacted at the next session. 


Amendment to New York State Law 


Suggested by 


Commenting before Condon Committee 
on ramifications raised by the decision 
in case of Connecticut General Life vs. 
New York State growing out of refusal 
of this state to permit the Connecticut 
company, licensed in this state, to acquire 
a controlling interest in a fire or casualty 
company President and Chairman James 
F. Oates, Jr., of Equitable Society said: 

“One of the results of the decision may 
be said to be this: it permits out of state 
insurers to do things in New York which 
are forbidden to domestic insurers. Since 
it is only natural for the decision to be 
applied to other situations we are con- 
cerned that the Connecticut General case 
will lend to more and more situations 
where companies incorporated in this 
state will be prevented by law from 
competing with companies incorporated 
elsewhere.” 

But what President Oates particularly 
wanted to discuss was recent legislature 
in other states concerning pension plans 
which permits insurance companies to 
hold funds under such plans as separate 
accounts and to invest funds in equities. 

Mr. Oates offered for consideration of 
the committee a bill drafted to provide 
that investments for separate accounts 
during the pay-in period would not be 
subject to restrictions imposed by law on 
insurance companies’ investments. 

“This kind of freedom is proper and 
is needed,” he said. “An employer may 
set up a trusteed plan under which the 
trust company can invest without restric- 
tions. The employer should also be able 
to make an agreement with an insurance 
company for the investment of its con- 
tributions without restrictions. Since 
contributions will be credited to a sepa- 
rate account only if the agreement with 
the employer so provides, any employer 
who wishes to impose restrictions, or 
who wishes to provide that different per- 
centages of his contributions should be 
invested in different categories of se- 
curities, can readily do so. An employer 
is not a widow or orphan who may 
need protection against himself. 

“As to the details of our proposal, 
there can of course be differences of 
opinion and we are open to discussion 


James F. Oates, Jr. 


about those details. But I cannot say 
too strongly that it is most important 
that legislation embodying the basic prin- 
ciple be enacted in New York.” 


Summary of Position 


Summarizing Equitable’s position he 
continued : 

“New York insurance companies, ke- 
cause of discriminatory legislative re- 
strictions, cannot compete fully with the 
banks which invest pension funds freely 
in equities. Separate accounts legisla- 
tion in other and major states places 
New York insurers at a similar dis- 
advantage in relation to insurers incor- 
porated in those states. 

“The extent and scope of that legisla- 
tion make it imperative that New York 
take action. Much of the recent legis- 
lation goes beyond what we at the Equi- 
table are proposing. We think there is 
still opportunity for New York to enact 
legislation which can serve as a model 
and stem any undesirable trend in other 
states, but the trend of legislation else- 
where is becoming so pronounced that 
if New York is to act, it should do so 
promptly. If it does not, the authority 
granted by other states to their insur- 
ance companies will either lead to ex- 
tended litigation over their right to do 
business in New York or produce the 
result that insurance companies in im- 
portant adjacent states and elsewhere 
throughout the country can write con- 
tracts which are prohibited to New York 
companies.” 

Declaring the solution is important to 
the insurance industry and to the pub- 
lic at large, Mr. Oates continued: “Only 
insurance companies offer complete serv- 
ice for pension plans. The full range of 
services—planning, actuarial, investment 
and administrative—is available within 
one institution, and all safeguarded by 
governmental supervision. Only insur- 
ance companies can provide full guar- 
antees for retired workers. 

He Says New York State Should Dis- 

card Fetters 

“Before discriminatory restrictions be- 
came important in their effect, the in- 
surance companies handled the greater 


portion of the pension plan market. Their 
ability to meet the public need has been 
crippled by discriminatory restrictions. 
Our private enterprise system thrives on 
unfettered competition. New York in- 
surance companies are now doubly fet- 
tered. 

“Our State must not fall behind in 
finding a just and proper solution. As 
I have stated previously, the responsi- 
bility for finding such a solution is joint. 
We at the Equitable renew our pledge 
of cooperation in finding a solution and 
thank you for permitting us to present 
our views for your consideration.” 


Growing Investments in Common Stock 


Mr. Oates began by saying there has 
been growing demand by employers for 
increasingly greater investment of pen- 
sion funds in common stocks. Various 
factors have contributed to this—the 
magnitude of the cost of pension plans 
with their increasing coverage and bene- 
fits, the desire for a hedge against in- 
flation, the desire to participate in the 
growth of the economy. Insurers virtual- 
ly are barred by law from investments in 
common stocks and employers have been 
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FOR YOUR HEALTH—CALL HILL! 
ACCIDENT & HEALTH CENTER FOR BROKERS 


Almost without reservation, we can guarantee placement of any individual, 
group, or special risk case you have, and your business is fully protected. 


WILLIAM J. HILL AGENCY, INC. 


HILL BUILDING 


turning more and more to trustees whu 
are not so restricted. 

“This situation demands remedial le- 
gislation,” Mr. Oates emphasized. “Vari- 
ous solutions have been suggested and 
doubtlessly others will be made. It has 
been proposed that life insurance com- 
panies be given limited trust powers. 
Another suggestion is that life insur- 
ance companies be permitted to have 
subsidiary corporations with limited trust 
powers to handle the accumulation of 
pension funds. We do not rule out this 
suggestion if it has merit from your (the 
legislative) point of view and that of 
the Insurance Department. 


Connecticut Legislation 


“However, the suggestion that_has met 
with most legislative approval thus far 
in other states authorizes a procedure 
which is known by various names— 
separate accounts, special accounts, seg- 
regated accounts, flexible funding and so 
forth. Varying types of legislation of 
this nature have been proposed and 
enacted. This includes legislation in 
states whose domiciled companies last 

(Continued on Page 8) 
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LIFE BRANCH MANAGER 
$14,000 


If you prefer to head your own agency 
in an eastern state for a highly respected 
midwestern company this is the best 
of opportunities we have seen in a long 
while. This is a company known as a 
leader in Life insurance—no Health port- 
folio. If you are a Life Manager be 
certain to look into this. Send inquiries 
to Specialist Bill Hemingway. #£-1205 


LIFE ACTUARY 
$10,000 





' 

One of the oldest companies on the 
eastern seaboard with a well established 
Industrial Department in addition to the 
Ordinary, wants a young man to assume 
management responsibilities. The com- 
pany's premium income is over $15 Mil- 
lion, There is ample room for rapid 
advancement within a reasonable time. 
Inquiries handled by Specialist Bruce 
VanKeuren. #E-1206 





GROUP SALES 
REPRESENTATIVE—$6,500 


You may believe you are simply on a 
treadmill, making endless calls on pros- 
pects. Here is a company offering a 
managerial goal within a short time and 
providing excellent training for you to 
realize that goal. It is one of New Eng- 
land's most respected companies; time 
tested but aggressive. Your inquiries 
will be handled with absolute confidence 


by Specialist Bill Hemiagway. #£E-1207 


LIFE we 1 DIRECTOR 
1 


This is truly a unique opportunity if 
you have thorough and practical know!- 
edge of Mutual Fund merchandising. 
This is an organization in a western state, 
now. embarking on an ambitious program 
of Mutual Funds. It will be for one of 
the country's largest and best known 
Funds with an unlimited growth poten- 
tial. Refer all inquiries to Specialist Bill 


Hemingway. #E-1208 








FERGASON 


330 S. Wells St. 





HArrison 7-9040 


Without any obligation, send for our brochure, "How We Operate." 


PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 





HEALTH SALES MANAGER 
$13,000 


Our clients now number a good many 
casualty companies of long standing in 
the Health Insurance field. One of these, 
a large and progressive eastern company 
is searching for a man to head a grow- 
ing sales dept. Some management ex- 
perience is absolutely mandatory and 
also a record of excellent job stability. 
Send all inquiries to Specialist Bill Hem- 
ingway. #E-1209 


LIFE AGENCY SUPERVISOR 


' 

A chance to step into a supervisory 
training position leading to direct first 
line management is offered here. This is 
a small, yet recognized eastern company 
where your talents and progress cannot 
go unnoticed. The experience gained 
here and the potential seen is unparal- 
leled. Inquiries to Specialist Bill Hem- 
ingway. #E-1210 
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U. of P. Printing Report 
On Private Pension Plans 


McGILL COMMITTEE CHAIRMAN 
Metropolitan V. P. Suggests Condon 
Committee Defer Action on Subject 
Until Study of Report 





Charles G. Dougherty, vice president, 
insurance and public relations, Metro- 
politan Life, appeared before New York 
State Joint Legislative committee in con- 


pany, suburban Home Office. 


pany, Montclair, N. J. 





SALES PROMOTION—ADVERTISING 


Need imaginative assistant, 2-3 years experience in Sales Pro- 


motion—Advertising—Life, A&H, and/or Group. Progressive com- 


Write W. H. Hackett, Bankers National Life Insurance Com- 
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nection with a proposal intended to per- 
mit life insurance companies to main- 
tain segregated funds in connection with 
Group Pension plans. 

He said that, as was the case with 
many other Group annuity writers, the 
Metropolitan has in the past decade lost 
a considerable amount of its Group an- 
nuity business to trusteed plans. 

“Our losses in annual Group annuity 
considerations, previously paid to us, 
amount to many millions of dollars,” he 
said. “We are, therefore, concerned 
about this situation and are entirely sym- 




















C. JEROME MOORE 


A member of Franklin’s 
top production and honor 
clubs, Jerry Moore had no 
sales experience prior to 
joining Franklin in 1955. 
In his first full year he 
earned over $7,000. 


Here is the record of his 
earnings as reported to the 
Internal Revenue Service. 
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Mr. Eric Joel, General Agent 
Franklin Life Insurance Company 
Santa Ana, California 


Dear Eric: 


Thanks, for making possible the wonderful five years that I have 
recently completed with Franklin Life. 


When I think back on my previous work as a plasterer, I recall 
vividly how frustrated I was because I could see no future in that 
work. I wanted to be in business for myself. 


When you first talked to me about the wonderful opportunities in 
the life insurance business I was dubious—but, when you explained 
the magic appeal of the President’s Protective Investment Plan and 
the other “Franklin Specials” I was convinced. I realized I would | 
finally be in a position where no one would tell when I could work, 
where I could work, how much my time was worth per hour, nor, 
how far I could grow in personal accomplishment. The Franklin 
agent’s franchise opened up these opportunities for me. 


I found Franklin merchandise to be most acceptable to the insuring 
public, but even more gratifying is the persistency. I have been hon- 
ored with the National Quality Award for the four years for which 
I was eligible. My clients are proud of what they own and anxious to 
tell their friends. 


The philosophy of President Chas. E. Becker, “Specialization Spells 
Success,” has enabled me to anticipate earnings in excess of $18,000 
in 1961. By reasonable projection of future earnings, I expect an an- 
nual income of $25,000 or more within the next four year. 


Most gratefully, 


LU 


CHAS. E. BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCE 188% 


The largest legal reserve stock life insurance company 





Jerry Moore 





INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 


pathetic with the efforts being made to 
find a solution to this problem.” 


Wharton Study of Private Pension Plans 


Mr. Dougherty had appeared before 
the committee in 1959 and invited its 
attention to the fact that an extensive 
study of private pension plans had been 
undertaken by Wharton School of Fi- 
nance and Commerce, University of 
Pennsylvania, under the auspices of the 
Pension Research Council. He referred 
to the fact that the people working on 
that study were knowledgeable in the 
area of private pensions and that they 
were drawn from academic, insurance, 
banking, labor and general business cir- 
cles. At that time he urged the commit- 
tee to defer affirmative action on the 
then pending proposal until it had the 
benefits of the results of the Wharton 
School study, and said that this study 
was expected to be completed before 
the end of that year. 


Approval of McGill Report 


In his talk before the Condon Com- 
mittee last week Mr. Dougherty said that 
the expectation of completion of the 
report by end of 1960 proved overly 
optimistic. 

“The study has taken much more time 
than was contemplated when I appeared 
previously and made that prophecy. 











Santa Ana, California 
September 21, 1961 
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“I would hesitate to appear again be- 
fore this body and urge delay, on the 
basis of the Wharton School study, ex. 
cept for the fact that I have recently 
learned that it has now been completed, 
I have a letter written by Dr, Dan M. 
McGill, director of the study, in which 
he says that at a meeting of the Pension 
Research Council held on October 19, 
1961 his report was approved, subject to 
minor modifications based upon the sug- 
gestions of various members of the 
Council. Dr. McGill says further: ‘It 
is contemplated that the report will go 
to the printer within a month.’” 


Mr. Dougherty suggested that in the 
light of approval of the McGill report 
the committe might well wish to defer 
any affirmative action on this matter 
until it does have the benefit of the 
Wharton School study. “It is, so far as 
we know,” he commented. “the first and 
only complete study of this important 
and complex problem. I know we at 
Metropolitan would like to have this 
opportunity before coming to any final 
conclusion.” 


J. F. Oates, Jr. 


(Continued from Page 7) 


year accounted for more than 50% of 
the contributions to all insured pension 
plans. The percentage in Canada is far 
greater. Under legislation enacted this 
year, companies doing about 97% of the 
annuities business written by insurers 
in Canada may conduct an equity ac- 
cumulation business there through sepa- 
rate accounts. 

“Connecticut was the first to adopt en- 
abling legislation on the subject and it 
is worthy of note that the Connecticut 
General Life is, as far as we are aware, 
the first one to have announced its sale 
of a contract under that legislation. We 
understand others are far advanced in 
their programs. 

“We at the Equitable favor similar le- 
gislation in New York. We have drafted 
a proposed bill which I would like to 
submit to your committee for considera- 


In essence, it permits life insurance 
companies to have separate accounts in 
which an employer’s payments under a 
qualified pension plan may be accumu- 
lated, free of mandatory investment 
restrictions and reflecting the invest- 
ment experience of the assets in such 
accounts, but with the provision that the 
annuities for employes when they retire 
shall be guaranteed and fully supported 
by investments of the type traditional 
in the life insurance industry. Under our 
proposal, the risk of market fluctuation 
of equities occurs only during the. ac- 
cumulation period and is on the em- 
ployer. At no time is an annuity which 
has been provided for a retired worker 
affected by market fluctuations. 

“In a recent report to the legislature, 
your committee stressed that ‘it is the 
needs and the welfare of the people 
generally which are the objects of the 
committee’s operation,” said Mr. Oates. 
“The subject I am discussing comes clear- 
ly within this objective. It deals with a 
major problem of great importance, not 
merely to life insurance companies but 
to employers and employes ‘and, indeed; 
to the public as well. Non-governmental 
pension plans, it is estimated, now cover 
well over 22.5 million workers in Amer- 
ican industry. To put it in terms of 
dollars, total funds held for advance 
funding of such plans in 1950 2mounted 
to around eleven billion dollars; this 
figure has increased steadily and is now 
about 50 billion dollars. The figure will 
undoubtedly continue to increase, as 
pension plans grow in number and size. 
Thus, it is clearly in the public interest 
to consider the trends that are develop- 
ing in handling the investment and ad- 
ministration of pension plans. We at the 
Equitable, which has long been a leader 
in the annuities field, are particularly 
concerned.” —— 
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BEHIND 
THE 
NYLIC 
AGENT.... 





3! A complete line of 
modern products to 
give him greater 


| | sales potential! 





To meet the demands of today’s expanded, future right to specified increases in life insur- 
diversified insurance market, New York Life’s ance protection at standard rates. . . regard- 
complete modern line gives the Nylic Agent a less of future health. 

plan for every prospect—whether his client 

wants Ordinary Life or Accident & Sickness Employee Protection Plans— Now include 


Insurance, on an Ipdividual or Group basis. Major Medical protection along with Life, 
Among the newest additions to New York Weekly Indemnity and Basic Medical care 
Life’s line are: coverages for firms with from 4 to 50 employees. 


Family Endowment Plan — Insures entire 
family in one policy—then pays Father an 
endowment at age 65. The one premium can 
be paid monthly or by Check-O-Matic—the 
automatic premium-paying method. 


Accident & Sickness— The modern Home 
Protector Disability Policy that helps provide 
income when disabling injuries or illnesses 
prevent wage earner from working. The policy 
is noncancellable and guaranteed renewable 
Guaranteed Insurability Option— Issued to age 50, 55, 60 or 65 (in most states) depend- 
from birth to age 37, GIO guarantees the ing upon termination age selected. 


New York Life 








Modern products... ae ~ Insurance Company 
another reason why THE NEW YORK LIFE AGENT 
IN YOUR oe ae 51 Madison Avenue, New York 10, N. Y. 
1S A GOOD MAN TO A MUTUAL COMPANY FOUNDED IN 1845 re 


Life Insurance *« Group Insurance « Annuities 
Accident & Sickness Insurance + Pension Plans 
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Maine Fidelity Life 
Names Vice Presidents 
Appointment of two vice presidents at 
Maine Fidelity Life, Portland, has been 
announced by Robert R. Masterton, pres- 
ident. They are Leslie A. Higgins and 
[. J. Radville. 
Mr. Higgins, acting sales manager at 
Maine Fidelity since February, was made 
vice president and sales manager. He 
has been with the company 1943 
and has served as administrative assist- 
ant, agency coordinator and assistant 
secretary of the company. 


since 


Mr. Radville has been named regional 
vice president. Formerly a general in- 
surance agent in Hartford, Mr. Radville 
was Maine Fidelity’s first general agent. 
Last year he was appointed regional 
superintendent of agencies. He will be 
responsible for the development and ap- 
pointment of new agents in Connecticut. 

Maine Fidelity is currently operating 
under a management contract with the 
North Central Co., St. Paul, holding 
company for insurance and investment 
groups. An offer of exchange of shares 
of Maine Fidelity for shares in the North 
Central Co. has been filed with the Se- 
curities and Exchange Commission. 


NALU Committee Chairmen Named 


Chairmen of standing and special com- 
mittees of The National Association of 
Life Underwriters for 1961-1962 have 
been appointed by NALU President R. 
L. McMillon. 

Committee chairmen named by 
McMillon to date include: 

Aging (subcommittee of public rela- 
tions committee), Isaac S$. Kibrick, 
agent, New York Life, ‘Boston; agents 
activities, Charles Anchell, agent, New 
York Life, New York City; associations, 
Philip A. Hoche, CLU, general agent, 
Kansas City Life, Orlando; constitution 


Mr. 











own doctor. 








outgrown him. 


In life insurance . . 





EQUALS GROWTH 


Mention in a group of people that you have a pain in your side, and 
you will frequently be deluged with diagnoses. Articles on medical 
science appear frequently in lay publications. Private citizens some- 
times seem to know more about what’s wrong with you than your 


The day may also be coming when private citizens seem to know 
more about life insurance than you do. Informative articles on life 
insurance are much 


in evidence. Businessmen 


This is all to the good for agents who know their business and have 
kept up with developments through on-going study. In general, the 
more a client knows about life insurance, the more he appreciates 
its unique values—and the more likely he is to buy. 


This new-found knowledge of life insurance is not so good, however, 
for the agent who has not kept on learning. His prospects may not 
just seem to know more than he does. They may actually have 


General American Life provides for its fieldmen comprehensive, 
on-going training, climaxed with the Chartered Life Underwriter 
program. The company encourages its career men to qualify for the 
coveted CLU designation. 


.as in other businesses .. . 


not necessarily mean more earning. But it does mean a better chance 
for claiming both the tangible and intangible rewards that are the 
heritage of the conscientious, professional life underwriter. 


A statement of philosophy and practice of 


GENERAL AMERICAN LIFE 


INSURANCE 


hear about life 
insurance from their lawyers, accountants, and bankers. 


more learning does 


COMPANY 


St. 409 ¢s 














= 





and resolutions, Edward H. Downs, gen- 
eran neem, Midland National, Aberdeen, 
Convention, David \M. Blumberg, gen- 
eral agent, Massachusetts Mutual, Knox- 
ville; credentials, Herbert R. Baum, gen- 
eral agent, Protective Life, Birmingh: im} 
education and training, David C. Bows 
man, agent, Fidelity Mutual, Allentown, 
Pa. (for eastern United States) and 
Earle L. Patten, CLU, manager, New 
England Life, Fresno (for western 
United States); estate planning coordi- 
nation, Robert W. Frye, CLU, agent, 
Northwestern Mutual, Denver. 

Federal Law and Legislation, John Z. 
Schneider, OCLU, manager, Connecticut 
General, Baltimore; field practices, R. 
Edwin Wood, agent, Phoenix Mutual, 
San Francisco; finance, Louis J. Grayson, 
CL “3 agent, The Travelers, Washington, 
LD. ‘C.; Group insurance, Spencer L. Mc- 
CLU, agent, Provident Mutual 
Albany; health insurance, Clyde 
\. Connaughton, CLU, agent, Metro- 
politan, Shreveport. 

Industry Problems, Ellen M. Putnam, 


“ LU, agent, National Life, Rochester, 
’.; membership, Samuel S. Loyer, 
( N. U, special agent, Bankers Life, Colum- 


bus; past national presidents, W illiam E, 
North, CLU, inspector of agencies, New 
York Life, Evanston, Ill.; political educa- 
tion and participation, 'W m. J. Mack, 
CLU, special agent, Northwestern Mu- 
tual, Cincinnati. 

Property, A. W. Defenderfer, Defender- 
fer and Associates, Washington, D. C.; pub- 
lic relations, William H. Gatling, super- 
visor, Jefferson Standard Life, Norfolk; 
quality business, Francis G. Bray, general 


agent, New England Life, Houston; rela- 
tions with National Ass’n of Investment 
Companies, Benjamin D. Salinger, CLU, 
general agent, Mutual Benefit Life, New 
York City. 

_Social Security, Franklin M. Nice, 
CLU, general agent, Provident Mutual, 


Reading; state law and legislation, 
Joseph B. Davis, CLU, agent, Home Life, 
Detroit. 

Chairman of the General oe OFT and 
Managers Conference of NALU for 
1961-1962 is Robert B. Pitcher, general 
agent, John Hancock, ‘Boston. 

The names of additional chairmen of 
NALU standing and special committees 
will be announced in the near future by 
Mr. MeMillon. 


Company—Field Relations 
Committee of NALU Named 


Members of the 1961-1962 company- 
field relations committee of The Na- 
tional Association of Life Underwriters 
were named by NALU President R. L. 
MeMillon of Abilene. 

Those who will serve on this important 
NALU unit are: 

David M. Blumberg, 
Massachusetts Mutual, Knoxville, and 
NALU vice president; Harry K. Gut- 
mann, CLU, Mutual Of New York, New 
York City; Spencer L. McCarty, CLU, 
Provident Mutual, Albany; William_ I. 
pie QCLU, inspector of agencies, New 

York Life, Evanston, Ill, and NAL% 
immediate past president; Robert B. 
Pitcher, general agent, John Hancock, 
Boston; Arthur F. Priebe, ‘(CLU, Penn 
Mutual, Rockford, Ill.; Grant Taggart, 
special representative, ‘California-West- 
ern States Life, Cowley, Wyo.; Frank H. 
Wenner, ge neral agent, Connecticut Mu- 


general agent, 


tual, Utica. 
Mr. McMillon, district manager for 
Business Men’s Assurance, 1s also a 


member of the committee and will act 


as its chairman. 


EMPLOY ADVERTISING AGENCY 
Desmond J. Lizotte, general agent in 
Newark for Massachusetts Mutual Life 
of Springfield, Mass., has announced the 
appointment of Williams and London 


for advertising and its affiliate London 
Associates for public relations. 
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Boston General Agent 
For Lincoln National 





RICHARD R. CALDWELL 


Richard R. Caldwell has been ap- 
pointed general agent in Boston for 
Lincoln National Life, according to an 
announcement by Henry W. Persons, 
vice president and director of agencies. 


He succeeds Lincoln Life general agent 
om vid B. McEwan, who is resigning gen- 

‘al agency responsibilities in order to 
ey ‘te his full time to the service of his 
clients in the Boston area. 

Mr. Caldwell, a native of Cleveland, 
entered the life insurance business . in 
1946, when he became an agent in that 
city. In the succeeding years, he served 
as agency supervisor, assistant manager 
and most recently branch manager in 
Boston. He graduated from the Purdue 
University Institute of Life Insurance 
Marketing and has completed parts I and 
If of the LUTC program and is presently 
enrolled in the 'CLU training program. 

A graduate of Western Reserve Uni- 
versity where he received his bachelor of 
science degree, Mr. Caldwell earlier at- 
tended Allegheny College. During World 
War II, he served with the Navy as 
commanding officer of an LST 


Million-Dollar Claim 
Paid by New York Life 


New York Life recently paid insur- 
ance of more than $1 million on the 
death of a business man and, in a period 
of two days, paid the first two claims 
involving the company’s new triple-in- 
demnity benefit. 

The million-dollar claim resulted from 
the death of a midwestern corporation 
executive insured under five policies with 
a total face amount of $1,010,000. Ad- 
dition of dividends, interest and premium 
refund brought the sum actually paid to 
$1,067,000. New York Life paid its first 
million-dollar death claim in 1960 and 
now has more than 50 persons insured 
for $1 million or more. 

In the two triple-indemnity claim pay- 
ments, beneficiaries of an accountant 
and an agriculturist, both killed in auto- 
mobile accidents, each received $30,000 on 
$10,000 life ‘insurance policies issued by 
the company during the past year. Ac- 
tual amount paid was $60,395; total pre- 
miums were $272. 


N. Y. Life Promotes Guja 


Arthur T. Guja has been promoted to 
assistant general auditor in the auditing 
department of New York Life, according 
to an announcement by Clarence ay 
rere chairman of the board and presi- 
dent 

Mr. Guja is a certified public account- 
ant and a graduate of New York Uni- 
versity. He joined New York Life in 
1956, was named a ‘senior auditor in 
1958 and a staff assistant in 1959. He 
has previously been associated with Mil- 
ler, Donaldson and Co., and U. S. Stecl 
Corp. Mr. Guja is a member of the 
American Institute of Certified Public 
Accountants and the New York State 
Society of Certified Public Accountants. 


Herman D. Tracey Appointed 
By Great American Life 


Herman D. Tracey, CLU, of Los An- 
geles, has been appointed regional field 
supervisor for Great American Life, ac- 
cording to an announcement by Roy A. 
Foan, vice president. Mr. Tracey will be 
in charge of the West Coast development 
of the newly formed affiliate of the 
Great American Ins. ‘Co. He will be head- 


quartered in Los Angeles. 
Mr. Tracey attended the University 


of Illinois and Michigan State Univer- 
sity where he received his B.S. in 1947. 
Starting as an agent for Equitable of 
New York, two years later he became a 
district manager. 

He spent four years with Ohio Na- 
tional Life as assistant division manager, 
and another three years as superintend- 
ent of agencies for Central Standard 
Life in Chicago before going to the West 
Coast. For the past three and a half 
years he has been affiliated with the 
Independence Life of America as vice 
president and director of Ordinary sales. 


London Life Director 


W. Bradley Granger has been elected 
a director of the London Life, London, 
Canada, and will serve as a member of 
the executive committee. He succeeds 


Lebert H. Jones, who resigned for rea- 
sons of health, following many years of 
service. 


Mr. Granger is vice president of 
Granger-Taylor Limited and vice presi- 
dent of the Ontario Loan & Debenture 
Co. 





You’re Right! 


There is PLENTY NEW ai 
THE MANHATTAN LIFE 


NEW ANNUITY CONTRACTS 
with NEW FEATURES 


We have Single Premium, Annual Premium and 
Deferred Annuities. 


Refund Features: 
\ Right to commute Guaranteed Annuity Payments, 


under Period Certain Contracts, available during 
annuitant’s lifetime as well as after his death. 


2. Right to change a Refund Annuity to a No-Refund 
Annuity. 


3. Limited Cash Refund Annuity. Trustees, Lawyers 
and Guardians will really go for this one! 


We believe these are “Exclusive” With The 
Manhattan Life. 


Ask about the new Decreasing Death Benefit Rider 
for use with Annual Premium Retirement Annuity. 


For the Most Up-to-Date Annuities, Call The Man 
from Manhattan! 





MANHATTAN LIFE ANNUITIES 
ARE PARTICIPATING 











BETTER GET THE WHOLE STORY 





NEW: Big increase in 
amount of LEVELTERM RIDER 


which may be attached to permanent plan policies as 
well as to: 


ANNUAL RENEWABLE TERM AND 
IDEAL PROTECTION (Term Expectancy ) 


Manhattan Life offers 5 Level Term Riders, including 
“to Age 65.” All are convertible and participating. 


Your client gets a Built-In Guarantee of 
Future Insurability at rates that will delight 
him and you. 


NEW: INCREASING TERM RIDER 


Helps Policyholders anticipate growing needs and 
responsibilities. It’s a natural to provide Guaranteed 
Premium Refund benefit. Rider is convertible and 
participating. Issue ages: 20 to 64. 


NE W: GUARANTEED ISSUE OPTION RIDER 


Insures the Policyholder’s future insurability at ex- 
tremely low cost. The Man from Manhattan will 
gladly give you complete details and rates. 

NOTE: The new contracts discussed are 


available in most of the states in 
which The Manhattan Life is licensed. 


FROM THE MAN FROM MANHATTAN 


Over $1,600,000,000 of Insurance in Force 


THE MANH#A 







HoME OFFICE: 111 West 57th Street, New York 19, N.Y. 


TTAN LIFE 

















Did you see 
what the 

“LIFE INSURANCE 
COURANT” 


said about Manhattan 
Life’s Single Premium 
Immediate Annuities 
in the August, 1961 
issue? 
If you didn’t, ask us 
for a free reprint of 
this valuable article. 
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Indiana Life Cos. Elect 


Edward M. Karrmann, senior vice pres- 
ident, treasurer and controller of Amer- 
ican United Life, is the new president of 
the Association of Indiana Legal Reserve 
Life Insurance Cos. 

Other officers elected at the associa- 
tion’s annual meeting are Joseph I. Cum- 
mings, first vice president; John Wilkins, 


second vice president; Hiram D. Keehn, 


secretary-treasurer; Walter H. Huehl, 
outgoing president, member of the ex- 
ecutive committee, and Jack J. Rose- 


brough, state vice president to American 
Life Convention. 





CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—13/2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 
Term policies—30% & 955 vested. 


OX 7-2950 








AGENCY 


Street 


NASHEM 
O East 


ES- 


42nd 


ae. eg 





Group Life Program for 


Panama Canal Co. Employes 

United of 
rangements for a Group life insurance 
program for non-U, S. citizens employed 
by the Panama Canal Co.-Canal Zone 
Government. The comprehensive plan 
is similar to one for U. S.-citizen govern- 
to ap- 


Omaha has announced ar- 


ment employes and is available 
12,000 workers. 

The program of Term insurance ranges 
in face amounts from $2,000 to $10,000. 
The employe’s premium can be paid 
through payroll deduction. A feature of 
the plan gives the employe an opportunity 
to purchase additional protection for 
which he is eligible by salary classifica- 
tion by either 50 or 100%. The policy 
provides accidental death or dismember- 
ment coverage and also contains a waiver 
of premium provision. A double in- 
demnity benefit is payable in the event 
of accidental death. 

Over 85% of the eligible employes have 
been enrolled. The total amount of life 


insurance in force is $39,000,000. 


proximately 


REGIONAL SALES DIRECTOR 

Elbert Basicker, North Manchester, 
Ind. has been appointed regional sales 
director for northeastern Indiana for Ci- 
tizens National Life, Indianapolis, ac- 
cording to an announcement by John 
Wilkins, company president. 





OBVIOUSLY IMPRESSED! 


You will he 
{00... 

with our new 
rate book! 


You'll be really impressed _ 
with North American’s 
brand new Life and 
Health Insurance Rate 
Book. You'll be im- 
pressed with its 
appearance, its com- 
plete line of policy plans 
and most of all... 
you'll be enthusiastically 
impressed with its rock- 
bottom premium rates. 
@ Or maybe you won't 
like the complete Rate 
Book as much as 
you'll appreciate our new 
Rate Cards. These easy to 
read Rate Cards feature 
our most popular plans 
and are so handy to carry 
in your coat pocket. @ In 
short, North American's 
new rates and new plans 
(and new policy forms, 
too) will impress anyone as 
money-making, commission- 
building tools. Further evidence 
that to the man in the field, 
we are really the country’s 
most friendly company. 
@ Seeing is believing. If you 
would like a copy of the 
Rate Card . . . or the Rate 
Book . _ write Ronald D. 
Rogers, CLU., Vice 
President-Director of 
Agencies. We think you 
will be impressed, too. 





\ 









NORTH AMERICAN LIFE 
INSURANCE COMPANY OF CHICAGO 





NORTH AMERICAN BUILDING 


CHICAGO 3, ILLINOIS 








Standard Security Names 
R. C. Chandler a Director 


R. Carl Chandler, chairman of the 
board and chief executive officer, Stand- 
ard Packaging Corp., New York, has been 
elected to the board of directors of 
Standard Security Life of New York, 
according to Michael H. Levy, president. 

Mr. Chandler was formerly chairman 
of the board, Crowell-Collier Publishing 
Co., New York, and vice president of the 
Union Bag-Camp Paper Corp. New 
York. He also served as production man- 


ager of the Mead-Atlanta Paper Co., 
Atlanta. 
A native of Lawrenceville, Ga., Mr. 


Chandler is an alumnus of Georgia Insti 
tute Technological College, Emory Uni- 
versity and Atlanta Law School. He 
holds an honorary degree of Doctor of 
ee in Business Administration from 

> Detroit Institute of Technology. He 
is ‘he on the board of directors of 
several major corporations including 
Crowell-Collier Publishing Co., Starch 
Sales, Inc., Capehart Corp., Chromalloy 
Corp., and others. 


Hancock Promotes Fringe 
Benefit Appreciation 


To lend positive assistance to Amer- 
ican business in promoting greater em 
ploye appreciation of the billions of dol- 
lars paid in the form of fringe benefits 
each year, the John Hancock has 
le uunched a comprehensive program called 
“PLUS,” designed to improve employer- 
employe communication in the Boston 
area. 

Commenting on the program, w! :h 
comes after two years of research - .to 
the needs of major business firms, Victor 
A. Lutnicki, senior Group vice president, 
cited one survey which reveals that the 
average worker estimates the cost of his 
non-wage benefits at less than one-fifth 
of their actual cost. 

The PLUS program includes bulletin 


board posters, payroll inserts and oth 
material for employer-employe com 
munication, and a “how-to-do-it” manual 


and suggestions 


owner. 


containing basic ideas 
for the Group policy 

The principal vehicle of the program 
is an expansion-type portfolio containing 
the manual and over 40 individual pr omo- 
tional items designed to give employcs a 
clearer picture of the “plus” values oi 
their jobs, including Group insurance, 
pensions, paid vacations and other fringe 
benefits. The program is_ enlivened 
through use of a cartoon character called 
“Mr. Plus” with the body form of a plus 
sign, who delivers messages and serves 
as an identification for all the material 
in the program. 


Piedmont Assets Up 21%; 
Key Officers Promoted 


Assets of Piedmont Southern Lite, 
Atlanta, have increased by 21% during 
the past year to an all time high of $50 
million. New paid business for the first 
nine months of 1961 totalled $87 million, 
up 32% from the same period of 1960. 
The capital and surplus now stands at 
$27.7 million, an increase of 12% in the 
past 12 months. S. Russell Bridges, Jr., 
company president, reported these ac- 
complishments to the fall meeting of the 
board of directors held recently at the 
company’s home office. 

Top level promotions of key officers 
were approved by action of the board 
as follows: Stanford Y. Smith from 
agency vice president to executive vice 
president, agency; J. L. Kirkpatrick from 
actuarial vice president to senior vice 
president;. William A. Brown from as- 
sociate actuary to vice president and 
actuary; S. Russell McGee, Jr., from as- 
sociate vice president to vice president 
and director of agencies; and Robert 
Hugo to the newly created office of 
associate vice president and director of 
Group sales. 





National Life Director 





Fabian Bachrach 

CLYDE R. WELMAN 
Clyde R. Welman, CLU, former gen- 
eral agent in Memphis for National Life 
Insurance Co. of Vermont and now its vice 
president in charge of agencies, was 
elected a director of the company. He 


succeeds Lewis B. Williams, Cleveland 
banker, who has resigned for health 
reasons. Mr. Williams was in turn named 


by the directors as the first member of 
the firm’s new Directors’ Advisory Coun- 
cil, which will retain for the company the 
advice and counsel of directo rs retiring 
from the board after ten years of service. 

Mr. Welman, who headed National 
Life operations in Memphis, from 1940 
to 1954, began an insurance career in 
Kennett, Mo., in 1926, as an agent. He 
moved to St. Louis in 1931. When he took 
over the Memphis agency, he had been 
the Missouri branch’s leading producer 
for 13% years. Since 1954 he has been 
the company’s agency vice president. He 
is also a member of the executive com- 
mittee, a member of the committee on 
selection, and chairman of its committee 
on insurance. 

While in Memphis, Welman was pres 
ident of the Tennessee and Memphis Life 
Underwriters Associatons, the Memphis 
General Agents Association, and the 
Memphis chapter of Chartered Life Un- 
derwriters. 


Chicago Agencies Director 


For General American 


Chicago becomes the ninth metropoli- 
tan area to be selected for establishment 
of a multiple agency set-up by General 
American Life. Named as director of 
agencies for Chicago is Paul M. Hanson. 
He will work with Chicago general agent 
Otto A. Jeanes and with the heads of 
new agencies to be established in the 
Illinois city. 

Mr. Hanson received his degree in 
business and economics from Wheaton 

‘ollege near Chicago. He has been in 
re life insurance “business since 1950 
serving first as an agent, and then as 
director of field operations for Mutual 
Trust Life. He is active in numerous 
business, civic and social organizations 
including the Life Underwriters Asso- 
ciation. 


TIAA-CREF Economist 


Appointment of Robert C. Beetham as 
research economist for the Teachers In- 
surance and Annuity Association (TIAA) 
and College Retirement Equities Fund 
(CREF) has been announced by William 
C. Greenough, president, 

Mr. Beetham, who joins the TIAA- 
CREF educational research department 
has been program director for the U. 5 
Council of the International Chamber 
of Commerce. He has taught economics 
at Dartmouth College, Rutgers Univer- 
sity, U. S. Merchant Marine Academy, 
and the Baruch School of the College of 
the City of New York. A graduate of 
Dartmouth College in 1947, Mr. Beetham 
received an A. M. degree from Columbia 
University in 1951. 
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Agencies Superintendent 
For State Mutual Life 





NORMAN D. JOHNSTON 


Norman D. Johnston has been ap- 
pointed a superintendent of agencies and 
an oflicer of State Mutual Life Assur- 
ance Co. He will be responsible for all 
company agencies in the far west. 

Mr. Johnson graduated from George 
Washington University in 1939. From 
1941 until 1943 he was a field director 
f he American Red Cross, then served 
three years in the army. 

He entered the life insurance business 
in 1947 with Provident Mutual Life, in- 
itially as an agent, then as a sales super- 
>. From 1951 


visor in Washington, D. C. 
until 1953 he was employed in the home 
fice, recruiting college men for an ex- 


perimental agency development program, 
and conducting training schools in busi- 
ness insurance, sales, and agency man- 
iwement. In 1953 Mr. Johnston opened 
a new Provident Mutual agency in San- 
‘rancisco. Under his management the 
agency grew to include 14 full-time 
agents, with two members of the Mil- 
lion Dollar Round Table. Its sales in 
1960 exceeded $5,000,000. 





Tri-State Actuaries 
Hold Annual Meeting 


The Life Insurance Actuaries of In- 
diana, Kentucky, and Ohio held their 
annual meeting recently in Cincinnati 
for a discussion of topics of current 
actuarial interest. About 90 actuaries met 
to discuss a series of topics ranging from 
a new table of mortality to the problems 
of life insurance company expenses and 
the application of electronic data proc- 
essing equipment to actuarial problems. 
In addition to the discussion covering 
Ordinary insurances, there was a special 
session on topics covering Group life. 

\fter an afternoon of discussion at the 
home office of Ohio National Life, there 
was a reception and dinner at the Ter- 


race Hilton Hotel. Wilmer A. Jenkins, 
president-elect of the Society of Ac- 
tuaries, was the dinner speaker. He 


discussed the current problems facing 
the national organization. 

The local actuaries in charge of the 
meeting were William H. Breeze, in 
charge of program; Rea B. Hayes, in 
charge of arrangements; and Eugene 
W. Bates, general chairman. 


Brokerage Supervisor 


Named by Durning Agency 

John C. Pinto Jr. has been appointed 
brokerage supervisor of Mutual Of New 
York’s Ronald B. Durning agency in 
New York. Mr. Pinto joined MONY 
as a field underwriter last year, and has 
qualified for a company sales-honor 
organization. From 1952 to 1959 he was 
an accountant and partner in the New 
York accounting firm of Pinto, Winokur 
and Pagano. 

The Durning agency currently ranks 
seventh in sales production among 
MONY’s 167 agencies. 


Featured at Museum Ball 


United States Life was featured at 
The New York Ball, held at the Museum 
of the City of New York on November 
1. The Ball served both as a preview 
of the winter’s major exhibition, “Peter 
Cooper’s New York,” and also as a bene- 
fit to support the general program of the 
Museum. United States Life was honored 
at the Ball, along with other business 
firms established in New York City in 
1860 or earlier and still in the forefront 





ZETNA LIFE 





of the New York picture today. 

The Ball was modeled after the famous 
Prince of Wales Ball of 1860. Enlarged 
reproductions of 1860 advertisements of 
the 100-year-old companies, set in gilded 
Victorian frames, were featured as deco- 
rations at the Ball and will be included 
in the Museum’s exhibit, “Peter Cooper’s 
New York,” which will be on view to the 
public for ten months. 

United States Life’s exhibit was a 
reproduction of a poster ad published by 
a New York City general agent about 
1859, 


‘ whe” ° 


Franklin General Agents 


James J. Brennan of Lombard, Ill., and 
John H. Rose of Streator, Ill., have been 
promoted to general agent for Franklin 
Life, Springfield, Ill., according to an 
announcement by Regional Sales Director 
John K. O’Doherty of Chicago. 

Mr. Brennan joined the company in 
California in 1952 and later transferred 
to the Chicago area. Mr. Rose joined 
Franklin in March of this year after 11 
years with The Prudential. 


ak 








ALI NA LIFE 


INSURANCE COMPANY 


Calutes 


the 10th Anniversary of, the 


GENERAL AGENTS AND 
MANAGERS CONFERENCE 




















“Within these few short years, the GAMC has become a very active 
and progressive force within our profession. We commend and sup- 
port its guiding principles and agree that “membership in GAMC is 
rapidly becoming the badge of the career man in management.” 






INSURANCE 
COMPANY 


Hartford 15, Connecticut 






Affiliates: 

Etna Casualty and Surety Company 
Standard Fire Insurance Company 
The Excelsior Life, Canada 
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Guardian Names Feinstein 


Hackensack General Agent 

R. Ralph CLU, has 
appointed general agent for Guardian 
Life of America in Hackensack, N. J. 

A native of New York, Mr. Feinstein 
entered the insurance field in 1955 as 
an agent with Prudential and became a 
division manager for that company in 
1957. He earned his CLU designation in 
1960, and completed the first part of the 
management course this year. 

A member of the New Jersey Life 
Supervisors Association, Mr. Feinstein 
served on the board of directors of the 
Hudson County Life Underwriters As- 
sociation for three years, and is current- 
ly an LUTC instructor on business in- 
surance in Jersey City. He is a member 
of the rr, ge of Pythias and was 
Master of Club #279 in Fair Lawn for 
two years 


Feinstein, been 





A. M. KUNIS & CO., 
Consulting Actuaries 
Specializing in 
Life Company and Pension Problems 
1) West 42nd St. New York 36 
WI 7-8266 


INC. 











Provident L. & A. Appoints 
Wunderlick General Agent 


Fred I. Wunderlick has been named 
general agent in Baltimore for Provident 
Life and Accident of Chattanooga. A 
native of Pennsylvania, Mr. Wunderlick 
entered the insurance business in 1935 as 
an agent in Altoona for Baltimore Life. 
After a series of promotions he was 
named agency vice president, director, 
and member of the executive committee 
of Baltimore Life in 1955. In 1959 he 
joined North American Equitable Life 
Assurance, Columbus, with executive of- 
fices in Baltimore, as executive vice 
president and director. He served with 
North American until last December. He 
has been active for the past 19 years 
in the activities of LIAMA. 


Life of Pa. Names Reid 


William M. Reid has been appointed 
brokerage supervisor of the David M. 
Rudolph agency in Philadelphia for Life 
Assurance Co. of Pa. Mr. Reid has 
served as a special agent for The Pru- 


dential in Philadelphia and also has 
been brokerage supervisor for the 
Marlyn Agency of U. S. Life. 

Born in Paisley, Scotland, Mr. Reid 


was educated at Temple University. He 
served with the Army Signal Corps and 
is presently a member of the Signal 
Corps Reserves with the rank of captain. 










The approach 


The presentation 


key personnel; 


The product 


Manufacturers Life’s Guaranteed Group Pension has 
built-in client appeal for the small business field— 
low guaranteed premiums, level to retirement, high 
early cash values, easy and inexpensive to administer, 


no trust agreement necessary. 


Go ahead in Group with Manufacturers. Contact our 
nearest brokerage man, and be sure to ask him for our 
sales producing folder “‘Thinking about Group Pension”. 


BRANCHES IN THE FOLLOWING CITIES: Baltimore « 


Cincinnati e Cleveland « Columbus e Denver 
Oklahoma City « 


Saginaw e 


Philadelphia 
San Diego « 


Phoenix « 


San Francisco « Seattle 


THE 


MANUFACTURERS 
LIFE COMPANY 


HEAD OFFICE (Established 1887) TORONTO, CANADA 


INSURANCE 


You sell economic security 
at low cost. Little difference 
here from selling whole life 
except you'll do more busi- 
ness in prospect’s offices. 


Your prospect’s already aware of 
the employee’s side but, he'll be 
anxious to know what benefits 
accrue to himself and his business. 
Increased ability to attract and hold 
important tax 
advantages, are two key points in 
the convincing story you'll tell. 


Boise « 
e Detroit e 
Hartford ¢ Honolulu « Indianapolis e Los Angeles « Miami e Minneapolis « Newark 
Pittsburgh 


Selling Group Pension? 
You'll never know 

how easy it is 
until you try. 





Boston e 
Flint e« 


Chicago 
Grand Rapids 


e Portland e Richmond 
Spokane e Washington, D.C. 
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NAIC COMMITTEE MEETS 





Steering Committee Convenes in Dallas 
To Discuss Plans For Mid-Winter 
Convention 
A final organizational meeting of the 
steering committee that is making ar- 
rangements for the National Associa- 
tion of Insurance Commissioners mid- 
winter convention to be held in the 
Adolphus Hotel, Dallas, December 4-8, 
was held recently in Dallas. The meet- 
ing was called by W. H. Painter, a re- 
tired executive of the United Fidelity 
Life, who is chairman of the steering 
committee, and was attended by chair- 
men of all the major committees respon- 
sible for arrangements for the conven- 

tion. 

One item of business was the addition 
to the committees of the Passe Club In- 
ternational. This is an organization made 
up of former Commissioners and the 
chairman of the committee is David B. 
Irons, at present an attorney with the 
firm of Thompson, Coe, Cousins and 
Irons and formerly a Texas Insurance 
Commissioner. 

Principal subjects discussed at the 
meeting were reservations and registra- 
tion, reception, entertainment, golf ar- 
rangements, the budget for the meeting, 
arrangements in personnel and publicity 
and press arrangements. 

Gordon S. Yeargan, president of Trin- 
ity Universal Ins. Co., who is chairman 
of reservations and registration, re- 
ported that many persons who have in- 
dicated their intention of attending have 

not yet sent in their reservations. In 
their own interest and in the interest of 
the committee making the arrangements, 
it is important for this to be done as 
quickly as possible. : 

John L. Briggs, public relations vice 
president of Southland Life and chair- 
man of the entertainment committee, 
outlined the entertainment plans for the 
convention and stressed the matter of 
informality in these arrangements. Mr. 
Briggs is also preparing the printed 
program for the meetings. 

John M. Mathis, managing director 
of the Texas Association of Life Under- 
writers, told the group that physical 
arrangements for the meeting have all 
been taken care of and it is expected 
that the various business sessions can 
function at top efficiency. 

Barry Oakes, president of Republic 
National Life and chairman of the host 
committee, outlined arrangements for the 
official hosts for the meeting. The 
members of his committee will be qual- 
ified to give out information to delegates 
regarding all the activities and arrange- 
ments for the convention. 

Travis T. Wallace, chairman of the 
board and chief executive officer for 
Great American Reserve, reviewed the 
financial arrangements and predicted 
that a very successful convention will be 
operated on a remarkably low budget, 
due in a large measure to the fact that 
convention entertainment costs in Dallas 
are lower than in many other major 
cities. 


James P. Swift, vice president and 
general counsel for Southwestern Life, 
reviewed golf arrangements. 

Mrs. Dan C. Williams, wife of the 
president of Southland Life, is serving 


as chairman of the ladies’ reception and 
entertainment committee. It is antici- 
pated that a large number of ladies will 
come to Dallas and many unusual ar- 
rangements have been made for their 
entertainment. 

Jack R. Morris, vice president and 
director of public relations of Republic 
National Life, who is handling advance 
publicity and will be in charge of the 
press room, reported on plans to keep 
delegates informed of arrangements be- 
ing made in their behalf. 


HEAR LILLIAN G. HOGUE 
Lillian G. Hogue, New York Life, De- 
troit, immediate past president of the 
American Society of Chartered Life Un- 
derwriters, was guest speaker at a recent 

meeting of the Dayton CLU Chapter. 


E. K. Skalla, J. L. Skalla 
Named by Conn. Mutual 


General agent appointments in (Chj- 
cago and Des Moines have been an- 
nounced by Charles J. Zimmerman, pres- 
ident of Connecticut Mutual Life. 

E. Keith Skalla is the new general 





E. KEITH SKALLA 


agent in one of the company’s three 
Chicago agencies. He had held the same 


position at Des Moines where his 
brother, John L. Skalla, succeeds him. 
E. Keith Skalla joined Connecticut 





JOHN L. 


SKALLA 


Mutual in 1953 after graduation from 
the University of Nebraska, was named 
manager of the Lincoln, Nebr., district 
office a year later, and general ‘agent at 
Des Moines in 1958. Under his direction 
sales volume through the agency tripled. 

Also a product of the University of 


Nebraska, John L. Skalla joined Con- 
necticut Mutual after graduation in 
1957. After three years as an agent in 


Lincoln, he transferred to Des 
Moines agency as supervisor. 

He has qualified for the Million Dol- 
lar Round Table the last two years and 
received the National Quality Award for 
three consecutive years. 


the 


LOMA. Membership Rises 


Seven life i se nla companies, includ- 
ing one in Tokyo, have been accepted 
to membership in the Life Office Man- 
agement Association, Roy A. MacDonald, 
managing director, has announced, The 
new members were approved by the As- 
sociation’s board of directors at a recent 
meeting. Total LOMA membership now 
stands at 408, an all-time mark. 

The new member companies and their 
presidents: 

Acadia Life, Toronto, R. M. 
president; American Heritage 
Jacksonville, Claude R. Kirk, Jr., 
ie: Craftsman Life, Boston, William 

Newton, president; Guaranty Income 
Cite Baton Rouge, George A. Foster, Jr. 
president; National Western Life, Den- 
ver, Doyle H. Baird, president; Old 
Equity Life, Evanston, Ill, Orrin M. 
Neiburger, president; Post Office Life 
Insurance Bureau, Tokyo, Manabu Itano, 
director general. 


Sketch, 
Life, 
presi 
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Business Insurance Is 
“Big Sale,” Says Levy 


“A LIVELIHOOD, NOT BUGA-BOO” 
Standard Security President Talks Be- 
fore Insurance Committee of Young 
Men’s Board of Trade 





“Dusiness insurattce—a livelihood, not 
a buga-boo,” was the topic of a speech 
given before the insurance committee of 
the Young Men’s Board of Trade by 
Michael H. Levy, president and founder 
of Standard Security Life of New York. 

Ward B. Gordon, chairman of the 
group, an affiliate of the United States 
Jumor Chamber of Commerce, introduced 
Mr. Levy at the recent monthly meeting 
of the committee at the Beekman Res- 
taurant. 

Mr. Levy began by saying, “To many 
men in the insurance business, general 
insurance brokers, life insurance agents, 
the phrase ‘business insurance’ sym- 
bolizes something which is difficult, eso- 
teric—something which some might even 
call recondite. In other words—something 
secretive, something that only the few 
initiates know about—something which 
might as well be turned away from.’ 
Business insurance was defined as “the 
application of life insurance to furnish 
money to fulfill business requirements. 
Generally, it is to make up by cash the 
loss created in a business by a man’s 
death.” 

Mr. Levy pointed out that the in- 
dustry’s 1960 statistics indicated approxi- 
mately one-third of all life insurance 
sold in the United States was for busi- 
ness purposes and that in big business 
centers, such as New York, an estimated 
80 to 90% of the largest policy sales are 
for that purpose. 

“Even though this may be true, many 
men turn away from selling this type of 
insurance because of some unknown fear 
or it does not seem to be of any par- 
ticular importance in their business 
scheme of things. Their failure to sell 
this type of insurance is a disservice to 
their clients and a loss of an opportunity 
to earn some very substantial commis- 
sions.” 

Mr. Levy explained that in most cases 
when a business insurance plan is sold, 
it is on a whole life basis or some other 
similar so-called permanent form insur- 
ance. As a result, a massive premium 
outlay is necessary. Since premium dol- 
lars for business life insurance needs are 
not tax deductible, they must be paid 
from surplus. Surplus to the average 
small corporation is the result of net 
earnings less approximately 50% in taxes. 
Therefore, a company must earn $2 for 
each $1 it retains in surplus. Because 
of this large premium outlay, which must 
be taken directly from surplus, the deci- 
sion is often a negative one or a com- 
promise on a fraction of the amount of 
insurance needed. In either case, both 
the business and the agent lose out. 

“Yet it is my feeling that time and 
again an unsold case would have become 
a sold case, an unprotected business 
would have become a protected business, 
and an unearned commission dollar would 
have become an earned commission dollar 
if the approach, by the insurance advisor 
had been on what I personally feel is 
the proper basis—the lowest cost type 
of insurance—Term insurance. As the 
business prospers, assuming that it does 
prosper and thrive, then only can per- 
manent insurance be considered—and 
gradually, over a period of years, if there 
is an indication of the desirability or the 
need for a pile up of dollars in cash 
values—then a ‘program of conversion 
into permanent insurance can be accom- 
plished.” 

As proof of the adaptability of Term 
insurance, Mr. Levy cited a pertinent 
example. An insurance client of his had 
a quotation fram an agent from whom he 
purchased all his life insurance on $800,- 
000 of business insurance. The plan was 
of a permanent type with a very high 
cost. As a result is was not accepted. 
Months later Mr, Levy had the occasion 
to offer his plan on a Term basis. In- 





stead of selling $800,000 of insurance, 
however, he sold $1,300,000 at about half 
the premium cost of the permanent plan 
plus a rather substantial Group life plan. 

Mr. Levy stated his philosophy—‘“a 
man who sells insurance to meet the 
needs of his clients rather than to assist 
in solving his own personal financial 
problems, will inevitably sell more in- 
surance and gain a more solid clientele.” 

In conclusion, it was stated that for 
the average man, earning a livelihood 
in any large business center, business 
life insurance is the big sale, a profitable 
sale, and an easy sale. “What more 
beautiful combination of things for a 
man who earns his livelihood by selling 
could anyone ask for?” 


American National Gains 

Insurance in force of American Na- 
tional Ins. Co. rose 5.1% at the end of 
the third quarter period, according to 
an announcement by W. L. Vogler, pres- 
ident. The in force figure now stands at 
$5,877,094,077. Premium income and gross 
receipts rose 4.8% over that for the same 
period of last year. 

Sales forces were expanded with the 
creation of 35 new branches. 


Also announced was the appointment 
of Cris Dobbins, president, Ideal Cement 
Co., as a member of the board of di- 
rectors, 


MANAGER OF INVESTMENTS 

Appointment of John M. Drake as 
manager of investments for the North 
Central Companies, Minnesota-based 
insurance and investment group, has 
been announced by Theodore Sanborn, 
president. 


SSSSSSSSSSSSSSSSSSS 
If at first you don't succeed 
TRY 


The Maurice Blond Agency 
Hamilton Life Ins. Co. of New York 
15 Park Row, N. Y. ©. 38 Worth 2-1280 
We're awfully sweet on diabetics! 


$ 
$ 
$ 
$ 
$ 
$ 
$ 
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GO EASTERN! 


KASTERN LIFE 


INSURANCE COMPANY OF NEW YORK 





25 $ 3.14 
30 3.56 
35 4.35 






CHECK THESE LOW RATES 
on our new 


FOUR YEAR TERM PLAN 


Renewable and Convertible 


Annual Premiums 


Age per $1000 


Minimum policy $25,000 


Add $7.50 Quantity Reduction Factor 
annually regardless of amount of policy. 


HOME OFFICE: 
NEW YORK 17, NEW YORK * MU 7-1920 


General Agency Opportunities Available In: 





Annual Premiums 
Age per $1000 


40 $ 5.80 
45 8.05 
50 12.25 





355 LEXINGTON AVE. 


Connecticut, Delaware, Florida, Michigan, 


New York, Pennsylvania, District of Colombia 
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General Agent at Jackson 


Roger H. Lampbright has been ap- 


and general agen- 
Jackson, Miss., for 
Protective Life, according to an an- 
nouncement by Col. William J. Rushton, 
president of the Birmingham headquar- 


pointed general agent 


cy consultant in 


tered firm 

A native of Brookhaven, Miss., Mr. 
Lampbright was graduated from Missis- 
in 1941 


He has been 


sippi College 
active in the life insur- 


ance profession for over 14 years. He 
was formerly associated with Standard 
Life of the South, Prudential, and Ser- 
vice Life and Health. He has completed 


the LIAMA agency 
for managers, 
for his CLU 


management course 


and presently is studving 


designation 





Brokerage Manager for Pro- 
gressive Life Insurance 
General Agency 
Competitive Minimum Deposit 
Special Combination for Protec- 

tion & Investment 

Substantial First Year Commis- 
sions 

@ Vested Renewal Commissions 

@ Liberal Expense Allowance 


Apply: Box 2942, The Eastern Under- 


writer, 93 Nassau St., New York 38, 
N.Y. All inquiries will be confidential. 








Inc. 


Joins Linder & Son, 





WILLIAM B. JAEGER 


William B. 
Linder and Son, Inc., 


Jaeger has joined Maurice 
general agents for 
The Travelers in the life, accident and 
Group lines, as life manager, it was an- 
nounced by Maurice Linder, president. 

Mr. associated with 
the life since 1951. 
An outstanding life, accident and health 
The Mr. Jaeger 
has been cited for his production in these 


Jaeger has been 


insurance business 


producer for Travelers, 


lines. For the past three years he has 
been a member of The Tri avelers Inner 
Circle, one of the company’s top produc- 
tion clubs 

Mr. Jaeger is a graduate of the City 
College of New York where he received 
his B.B.A. degree in business administra- 
tion. 











A Friendly Welcome Awaits You At 
THE CRISONA AGENCY, INC. 


General Agent 


CONTINENTAL ASSURANCE COMPANY 
89-30 I6Iist Street —JAmaica 3-4600 — JAMAICA 32, N. Y. 


15 YEARS PERSONALIZED SERVICE TO BROKERS 











Teichman Succeeds Schiff 


As Prudential Manager 


M. Michael Teichman, CLU, has been 
named manager of The Prudential’s 
Stuyvesant Agency in New York. He 
replaces Charles Schiff, who has retired. 

Mr. Teichman, currently a_ training 
consultant in the Ordinary agencies de- 
partment at The Prudential’s corporate 
headquarters in Newark, took over his 
new assignment on November 1. 

He joined The Prudential as a special 
agent in the Stuyvesant Agency in 1950, 
became a division manager in the Mid- 
town Agency in 1955, and a training con- 
sultant in the home office in 1957. 

He is a graduate of the City College of 
New York and a member of Phi Beta 
Kappa. He holds a diploma in agency 
management, and has completed The 
Prudential’s course in advanced man- 
agement at Princeton University. 

During World War II, he served in 
the 9th Air Force in Europe. Following 
his discharge, he operated his own ex- 
port-import business for several years. 


Equitable of Iowa Names 
R. E. Cockrill at San Diego 


Robert E. Cockrill, home office field 
supervisor for Equitable Life of Iowa, 
has been appointed agency manager of 
the company’s San Diego, Cal., agency. 

A native of Marshall, Mo., Mr. Cock- 
rill commenced his life insurance career 
in 1948 with Business Men’s Assurance 
as a Group sales assistant in Kansas City. 
In 1955 he became a Kansas City field 
underwriter with that company, and in 
1958 was appointed assistant general 
agent for Penn Mutual’s Kansas City 
agency. Early in 1961 he joined Equi- 
table of Iowa as a field supervisor. 


. fF 
Franklin Sales Up 14.7% 
Paid sales of $92,395,000 in September 

(14.7% increase over the same month 
last year) have been reported by Presi- 
dent Chas. E. Becker, Franklin Life, 
Springfield, Ill. Total for the year is 
nearly $680 million. 
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Sth Ave., 
77 W. Washington St 


WHITE SULPHUR SPRINGS 


GREAT NEW EXHIBIT CENTER 
OPENS AT THE GREENBRIER 


Now a brand new 22,000 square foot, fully air-conditioned 
exhibit center makes The Greenbrier more able than ever to 
serve as America’s informal business capital. Part of the com- 
pletely new West Virginia Wing, this impressive hall is one of 
the largest of any resort hotel in the world. 

At The Greenbrier you will, of course, enjoy the superb social 
life, supreme comfort and fine sports facilities for which this 
resort is famous. But more than that, you will benefit from con- 
vention facilities unparalleled by any other hotel in the country. 
* Accommodations for 1000 * Meeting facilities for groups of 
10 to 1000 * New 22,000 square foot, air-conditioned exhibit 
hall * Auditorium for 1000, with full 42-foot stage * Theater 
for 330, complete with cinemascope screen * Generations of 
experience in catering for conventions, meetings and exhibitions. 


Write now for illustrated brochures and special winter rates, 


Charles L. Norvell, Dir. of Sales. Also reservation offices: New York, 630 
JU 6-4500 « Boston, 73 Tremont St., 


LA 3-4497 « Chicago, 


., RA 6-0624 ¢ Washington, D.C., Investment Bldg., 
RE 7-2642 « Glen W. Fawcett: 


San Francisco, 1029 Russ Building, 

U 2-6905 « Seattle, 726 Joseph 
Vance Building, MU 2-1981 
Dallas, 211 N. Ervay, RI 1-6814 
Los Angeles, 510 West Sixth 
Street, MA 6-7581. 





America’s Informal 
Business Capital 


* WEST VIRGINIA 





Elected Vice President 
And Director of Agencies 





Alfred Brown 
SPLITTGERBER 


ae & 


Roland J. Splittgerber has been elected 
vice president and director of agencies 
of Loyal Protective Life by the board 
of directors, according to an announce- 
ment by President Jerome M. Powell. 

Mr. Splittgerber started for the Loyal 
as a field representative with their Los 
Angeles-Stoakes agency in 1946, in 1949 
was named agency instructor, and in 
1952 became field supervisor. Two years 
later he became general agent starting a 
scratch agency in the southern Califor- 
nia area. Then in 1956 he went to the 
home office as superintendent of agen- 
cies. In February 1958 he was made 
second vice president with agency devel- 
opment responsibilities, and in February 
of last year was advanced to second 
vice president and director of agencies. 

He is currently serving on the Health 
Insurance Training Committee of the 
Life Insurance Agency Management As- 
sociation. 


NEW BERKSHIRE DIRECTOR 


J. Frank Honold Named to Board to 
Succeed J. B. Bridgwood; Record 
Production Gains Announced 
Election of a new director and the 
exceeding of sales results achieved dur- 
ing the entire year 1960, were announced 
at the recent quarterly meeting of the 

board of Berkshire Life. 

W. Rankin Furey, president, announced 
that J. Frank Honold, vice president of 
the Chase Manhattan Bank, had been 
appointed to the board to fill the unex- 
pired portion of the term of John B. 
Bridgwood. Mr. Bridgwood, executive 
vice president of Chase Manhattan, is 
resigning from the Berkshire Life board 
for personal reasons. 

George D. Covell, first vice president- 
sales, of Berkshire Life, reported to the 
board that with less than ten months’ 
business reported for 1961, all sales rec- 
ords set for business during the entire 
twelve months of 1960 had been broken. 
Total new life insurance paid for up to 
October 20 was $54,863,000, while the 
total for all of 1960 was $54,712,785. 
Premiums for new life insurance and 
annuities up to October 20 totaled $1,- 
514,000 as compared to $1,507,605 for all 
of 1960. Premiums for new pension busi- 
ness were $457,000 compared to $433,074, 
and new accident and sickness insurance 
premiums were $276,500 compared to 
$273,046 for all of 1960. 

Mr. Honold, the newly appointed di- 
rector, is in charge of Chase Manhattan 
Bank’s investment division of the trust 
department. A_ native of Syracuse, he 
is a graduate of Syracuse University and 
the American Bankers  Association’s 
graduate school of banking at Rutgers 
University. He also participated in the 
1958 Harvard Business School Advanced 
Management Program. He is a trustee 
of Athens College, Athens, Greece; 
Atlantic Mutual and Centennial Ins. Co. 
of N. Y. and of the Westside Savings 
Bank, also of New York. 
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Louis Schwimmer Named V.P. 
Harold Sloane Agency, N. Y. 





LOUIS SCHWIMMER 


The appointment of Louis Schwimmer 
as vice president of Harold N. Sloane 
Agency, Inc., 111 John Street, New York, 
is announced by Harold N. Sloane, CLU, 
president of this agency which is part of 
a sizeable multiple line operation. 

Mr. Schwimmer’s long background in 
the business includes life insurance sell- 
ing for the Aetna Life, his first company 
connection. A graduate of Hunter Col- 
lege, New York, he took graduate courses 
in New York University Law School. In 
addition, he completed the ee Re- 
& Review course in A. & §S. in- 
as well as its course in estate 
planning, taxation and business insur- 
ance. He also qualified for the National 
Quality Award. Active in civic affairs, he 
is also a Mason, 

\ member of both the Life Under- 
writers Association of New York and the 
Life Supervisors Association, he is cur- 
rently serving on the latter's board of 
directors. For the past several years he 
has been active in management and edu- 
cation, working especially with full time 
insurance brokers. 


searc h 
surance 


His responsibilities with the Harold 
N. Sloane Agency will include expansion 
of its facilities for servicing both new 


and established brokerage accounts. As- 
sociated with this agency is the Sickness 
& Accident Agency, Inc., representing 
A. & S. companies, and Gruber & Sloane 
Agency, Inc., general agent for fire, ¢ 
ualty, auto and inland marine. 


Mortgage kann Minege 


For Lincoln National 


William D. Campbell has been ap- 
pointed regional manager for the mort- 
gage loan department of Lincoln National 
Life, Fort Wayne, according to an an- 
nouncement by Walter O. O° e€, pres- 


ident. He succeeds David H. Gerig who 
is retiring after 17 years of company 
service. 


In his new assignment, Mr. Campbell 
will have charge of all of the company’s 
real estate lending operations in Fort 
Wayne and Allen County, including resi- 
dential and commercial loans to private 
individuals and companies. 

Mr. Campbell joined Lincoln Life in 
1956 when he became a supervisor in the 
mortgage loan department’s closing sec- 
tion. Prior to his affiliation with the 
company, he had served as loan manager 
for a building and loan association in 
Tipton, Ind. In 1960, Mr. Campbell was 
appointed supervisor in the underwriting 
section of the mortgage loan department, 
the position he has held until his present 
promotion, 

Mr. Campbell attended Purdue Univer- 
Sity and is a graduate of Indiana Uni- 
versity where he received his Bachelor 
of Science degree in Business. In ad- 
dition, he has completed five examina- 
tions of the Life Office Management As- 
sociation training program. An Air Force 
veteran of World War IT and the Korean 
cor +t, Mr. Campbell is a member of 
the tiks Lodge and the Calvary Presby- 
terian Church, 


Teacher Conferences 

During October and November, nine 
two-day teacher conferences are being 
held across the country for the benefit 
of the instructors of CLU and manage- 
ment education classes. In addition to 
conferences in Des Moines, Chicago, 
Seattle, San Francisco, Dallas and Atlan- 
ta, three sessions met for the first time 
at “Huebner Hall,” the American Col- 
lege’s headquarters in Bryn Mawr, Pa., 
giving teachers from the northeastern 
section of the United States an oppor- 
tunity to’ visit the College at its new 
location. 

The 1961 program is designed to in- 
crease the effectiveness of new and 
“veteran” teachers alike. Over 200 CLU 
and management education teachers and 
numerous university professors of insur- 
ance will attend the nine regional con- 
ferences this year. Here they are able to 
exchange ideas on how to do the most 
effective job in their class instruction 
and to meet personally other teachers of 
study classes in their region. The teach- 
ers are also afforded an opportunity to 
ask special questions about the CLU or 
management education programs of the 
American College staff officials who are 
present. 

Highlights of the 1961 series include 
group discussion of problems raised by 
teachers concerning effective teaching 
techniques, principles of learning, motiva- 
tion of students to improve study habits, 
and methods of teaching evaluation. The 
teachers “previewed” films of Dr. S. S. 
Huebner presenting a series of lectures 
on some of his well-known concepts of 


the economics of life insurance. 
W. W. Dotterweich, CLU, director of 
the ‘College’s educational services de- 


partment, is in charge of the conferences. 
Other members of the College staff par- 
ticipating in the programs are Dean 


Herbert C. Graebner, ‘CLU, Dr. Jack C. 


Keir, CLU, assistant dean, and Walter 
B. Wheeler, CLU, director of field serv- 
ices. 





behind every 


SOUTHLAND LIFE 
AGENT 


.. is a top-ranking company, 
making him one of the most 
respected men in his home 
town. Full line of policy con- 
tracts, many with life-time 


renewals. 


Over $300,000,000 


in Assets 


Over $1,800,000,000 


Insurance in Force 
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Dallas 
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JOHN HANCOCK PROMOTION 





Arthur R. Driscoll, Jr. Appointed Staff 
Assistant in Company’s Corporate 
Secretary's Dept. 

Arthur R. Driscoll, Jr. of Beverly, 
Mass., has been promoted to staff as- 
sistant in the Corporate Secretary’s 

Department of the John Hancock. 


Mr. Driscoll attended Williams and 
Holy Cross Colleges, and was graduated 
from the United States Military Academy 
at West Point. He served in the Navy 
during World War II, and in the Regular 
Army during the Korean conflict and 

















until his resignation in 1957. 

In that year, Mr. Driscoll joined the 
John Hancock as a research assistant 
with the accounting and auditing staff. 
Two years later he developed the under- 
writing research unit which, in 1960, 
became the cuimumsdlbtin research divi- 
sion. Mr. Driscoll was named manager 
of that division in-the same year, and has 
held the position until his recent ap- 
pointment. 

Recently appointed interim director of 
emergency planning by Hancock Presi- 
dent Byron K. Elliott, he is a member of 


the Hancock’s subcommittee on person- 
nel defense and survival. 
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New Ohio Superintendent 


Governor Michael V. DiSalle of Ohio 
has announced the appointment of Robert 
L. Mullins as Superintendent of Insur- 
ance. 

Mr. Mullins has been serving as Act- 
ing Superintendent of Insurance since 
Edward A. Stowell, former Superintend- 
ent, resigned to become executive assist- 
ant to the Governor in September. 

Mr. Mullins, prior to his appointment 
as Superintendent, had served as Deputy 
Superintendent since July, 1960. Before 
his appointment as Deputy, Mr. Mullins 


was assistant city law direc tor of the 
City of Akron, and prior to that, was 
police prosecutor of the same city. 


Shenandoah Director 


William P. Woodley, president of the 
Columbian Peanut Co. in Norfolk, Va., 
was elected to the board of directors 
of Shenandoah Life in Roanoke. 

Following Mr. Woodley’s election to 
the board, G. Frank Clement, ‘CLU, pres- 
ident of Shenandoah Life, reported satis- 
factory th ird- quarter results for the com- 


pany, which were highlighted during 
August when all previous pion song 
records by the company were broken in 


both Ordinary and Group sales. 


Mr. Clement also reported that assets 
of the company, as of September 30, had 
climbed to $59,199,595, an increase of 
more than $3,000,000 over the same date 
last year 





Woodward, Ryan, 
Sharp & Davis 
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Brooks G. A. in Rome, N. Y. 
For International Life 





ERNEST L. 


BROOKS 


The International Life of Buffalo has 
appointed Ernest L. Brooks as general 
agent at Rome, N. Y. and associated with 
him are Michael LaGatta, James L. 
Twomey and Aldo Rossi. 

International Life, with home office in 
Buffalo, is operating on a_ state-wide 
basis with offices in major cities. Harold 
D. Farber, well-known New York State 
insurance executive, heads the company 
as president and board chairman. 

General Agent Brooks, native of Rome, 
has long been active in local insurance 
circles. For the past 20 years he was 
an agent and then a district manager for 
another company. He is a low 80s golf 
player and a top flight bowler. 


J. A. Peirce Retires 


The John Hancock has announced the 
retirement of James A. Peirce, advertis- 
ing and public relations. 

A graduate of Brown University, Mr. 
Peirce joined the Hancock in 1925 as 
assistant manager of the publicity depart- 
ment, and in 1940 was named advertising 
manager. He was appointed to his pres- 
ent position, director of the bureau o* 
publications, in 1948. 

Mr. Peirce plans to spend his retire- 
ment in Wolfeboro, New Hampshire. 


Sept. Ordinary Sales Up 2% 


Alaska showed the greatest rate of 
increase in Ordinary life insurance sales 
in September with Delaware second and 
Tennessee and the District of Columbia 
third, it is reported by the Life Insurance 
Agency Management Association, which 
has analyzed sales by states for Septem- 
ber. Country-wide, Ordinary business 
increased 2% in September, compared 
with September 1990, while Alaska sales 
gained 27%. In Delaware September 
sales were 16% over a year ago and in 
both Tennessee and the District of Col- 
umbia 13%. 

For the first nine 
up 23% 








months. Alaska led, 
_ with Arizona second, up 13%. 


Fidelity Mutual 


(Continued from Page 3) 


the policy language, shortening and sim- 
plifying wherever possible. Policy fill- 
ins, including those for all riders and 
benefits, are concentrated on the front 
page. Policies will be machine prepared. 
One series of policy forms covers both 
standard and sub-standard issues. In 
keeping with the latest practice, the name 
of the beneficiary is not included in the 
policy. The policy size has been reduced 
to a modern 8% x 11 and the front page 
is folded to become the outside page 
after insertion in a clear plastic jacket. 

A new 8% x 11 rate and dividend book 
was announced as well as an abbreviated 
rate and dividend book. 

The new policies, provisions and rates 
were explained in more detail by Wil- 
liam G. Pierce, CLU, vice president-in- 
surance of the company, at the morning 
session following President Pontius’ an- 
nouncement. 


NALU Changes Dates of 
1962 Annual Convention 


The 1962 annual convention of The Na- 
tional Association of Life Underwriters 
will be held at the Conrad Hilton Hotel, 
Chicago, starting on Sunday, September 
16, and continuing through the following 
week. 

Dates of the 1962 NALU annual con- 


vention were announced several years 
ago as being August 26-31, notes NALU 
President R. L. McMillon of Abilene. 


With the cooperation of the Hilton Ho- 
tel, he adds, NALU has now been able 
to shift to a mid-September date in 1962. 

“We believe that this change in con- 
vention dates will add to the ease and 
convenience of those in attendance and 
will minimize competition with other 


important insurance conventions,” says 
Mr. McMillon. 


Standard Security Life 
Licensed in Ga. and Va. 


Announcement that Standard Security 
Life of New York has been licensed in 
the states of Georgia and Virginia, was 
made by Martin L. Rein, senior vice 
president of the company. This makes a 
total of 20 states in which the company 
is licensed. Additional applications are 
pending and new submissions for licenses 
to do business in other states are being 
processed, 

The company’s expansion program has 
been accelerated by its introduction of 
new life and health policies. Trade and 
consumer advertising campaigns high- 
lighting new developments are projected 
NO. CENTRAL ADDS DIRECTOR 

W. F. Beck, manager, A. & A. Credit 
Co., Midway Consumers Credit Co. and 
Intercity Agency, has been elected to 
the board of directors of the North Cen- 
tral Life, Theodore Sanborn, president, 
has announced. 





Officers of the Institute of Home Of- 
fice Underwriters, elected the 
Institute’s 25th annual meeting recently 


during 


at New Orleans, are (seated, left to 
right): secretary-treasurer, W. Ronald 
Marshall, second vice president, Paul 


Revere Life, Worcester; president, Clyde 
R. deHaas, vice president, Equitable Life, 
Washington, D. C.; executive vice presi- 
dent, Harold A. Munson, assistant under- 
writing secretary, Guarantee Mutual Life, 
Omaha; and vice president and editor, 
Robert M. Kidd, chief underwriting of- 
ficer, Ohio National Life, (Cincinnati. 
Members of the Institute’s executive 
committee (standing, left to right): W 
Richard Condon, director of life and 
health underwriting, General American 
Life, St. Louis; Clark H. Hutton, Jr., 





Life Companies Represent 
Largest Financing Source 


Life insurance companies now repre- 
sent the largest single source of {- 
nancing for business and industry in the 
United States, Dr. James J. O’Leary, dij- 
rector of economic research of the Life 
Insurance Association of eo said 
in a recent address in Columbia, S. C, 
before the Statewide Industrial Develo = 
ment Finance Seminar, sponsored by the 
South Carolina Bankers Association and 
State Development Board. 


Discussing the sources of capital funds 
for business and industry, the basis for 
economic growth in South Carolina, the 
country as a whole and any country in 
the world, even Soviet Russia, Dr. 
O’Leary said that it is clear that. “the 
principal sources of private long-term in- 
dustrial financing, other than commercial 
banks, are the life insurance companies, 
uninsured pension funds, state and local 
funds and individuals.” 

In the past year, however, on the basis 
of net new funds invested, life insurance 
funds led all other media in net increase 
in holdings of corporate bonds and were 
second only to individuals in net increase 
in commercial and industrial mortgage 
investments, according to Dr. O'Leary. 


Extend Non-Medical Limits 


Extension of non-medical underwriting 
limits on West Coast Life plans has 
been announced by President Harry J. 
Stewart. 

The new limits are $12.500—ages 0-4; 
$25,000—ages 5-30; $12,500—ages 31-35; 





$7,500—ages 36-40, 

The new non-medical limits are ap- 
plicable on all West Coast Life plans 
except yearly renewable Term, single 


premium Term and plans _ including 
monthly income total and permanent dis- 
ability benefits. 





Office U nderwriters 
fe 





assistant manager of Ordinary under- 
writing. Life and Casualty of Tennessee, 
Nashville; Maynard L. Boucher, assist- 
ant director of selection, National Life, 
Montpelier; I. M. Spear, vice president, 
State Farm Life, Bloomington, IIl.; John 
D. Rockafellow, director of underwriting, 
Pacific Mutual, Los Angeles; ‘William T. 
Warren, Jr., vice president, Southern Life 
and Health, Birmingham; and James E. 
Reeder, vice president, Independent Life 
and Accident, Jacksonville. 

Also elected, but not shown, were the 
Institute’s new convention secretary, Al 
O. Konigson, vice president-underwriting, 
Lutheran Brotherhood, Minneapolis and 
Gale P. Osterday, underwriting vice 
president, National Public Service Ins. 
Co., Seattle, who was reelected to the 
Institute’s executive committee. 
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Neal on Kennedy’s Aged Bill 





‘The Way the Next Four Months Are 
Used Will Govern the Final Results’ 


Robert R. Neal, general manager of the Health Insurance Association of America, 
oi ntly released a supplementary report to the HIAA on laws, legislation and regulation. 
Perhaps the most vital section of this report is lis summary on the progress of the 
King bill dealing with medical care for the aged. Following is that section of Mr. Neal’s 


report. (Ed. Note: Testimony of H.E.W, 


Secretary Ribicof and insurance industry 


representatives which appeared earlier in The Eastern Underwriter, has been omitted). 


Following a Presidential election in 
which the issue of medical care for the 
aged played an important note, 
not surprising that a large number of 
bills on the subject were introduced 
the early days of the new (Congress. 
These included many, if not all, of the 
proposals of the previous session includ- 
ing Forand’s, McNamara’s, and Javits’. 


it was 


The Administration’s proposal, a bob- 
tailed Forand bill, was sent to Congress 
on February 9, 1961, as part of the Pres- 
ident’s special health message. The first 
of six points included in the message 
called for the enactment of a program of 
medical care for the aged available to all 
persons aged 65 and over who are eligible 
for social security or railroad retirement 
benefits. It recommended the following 
provisions: 

1, In-hospital care of up to 90 days for a 
single illness, and for all hospital costs in ex- 
cess of $10 per day for the first 9 days (with 
a minimum of $20), and full cost for the re- 
maining 80 days. 

2. Skilled nursing-home services up to 180 days 
immediately after discharge from a hospital. 

3. Hospital out-patient clinic diagnostic services 
for all costs in excess of $20. 

4. Community visiting nurse services, and re- 
lated home health services for a limited period 
of time. 

To finance the Administration’s esti- 
mated cost of $1 billion the first year, it 
recommended an increase of %4 of 19% 
each on employers and employes and an 
increase in the maximum earnings base 


from $4,800 to $5,000 a year. 
Politically Significant 


It was politically significant that the 
chairmen of the House Ways and Means 
Committee and the Senate Finance Com- 
mittee refused to introduce legislation im- 
plementing the President’s message. It 
was not until February 13, 1961, that 
Congressman King (Calif.) introduced 
H. R. 4222 in the House of Representa- 


tives, and an identical bill, S. 909 was 
introduced in the Senate by Senator 
Anderson (N. Mex.) and 16 other 


Senators. 


It became apparent within a short time 
after the introduction of the proposed 
legislation that, lacking a majority on 
the Ways and Means Committee, the 
President's proposal would not progress 
in this session of Congress. It was not 
until the so-called “anti-recession” social 
Security bill was before the Senate that 
there was any indication that hearings 
would be held in the House on 
4222, Even after that decision, House 
leaders generally conceded that no fur- 





ROBERT R. NEAL 
All the Words Have Been Spoken 


ther action on the measure would take 
place during the current session of Con- 
gress. 

Hearings were held before the Ways 
and Means Committee (July 24 1961, 
through August 4, 1961). Over 400 in- 
dividuals or organizations asked to be 
heard. Of those granted time to testify 
by the Committee, 70 opposed H. R. 4222; 
45 supported it; four took no firm posi- 
tion on the merits of the bill, but merely 
sought recognition of their services 
under the provisions of the bill should 
it pass. Of the 234 statements filed for 
the record by individuals or organiza- 
tions, 158 opposed the measure, 72 sup- 
ported it, and four took no position. 

The Committee did not act on the bill 
prior to the adjournment of Congress. 
What of the future of this legislation ? 


On August 31, 1961, in a letter to 
Senator McNamara (Mich.), Chairman 
of the Special Committee on Aging, the 
President wrote, “I consider the proposal 
to provide health insurance for the aged 
under social security one of the most 
important measures I have advocated. 
Your support is very much appreciated 
and I assure you that I intend to recom- 
mend that this legislation be given the 
highest priority at the next session of 
Congress.” 

There is little doubt that 1962 will be 
an important year of decision on this 
legislation. All of the words, pro and con 
have been spoken. A political proposal 
from the start, it will be resolved on a 
political basis in a political year. The 
way the next four months are used by 
every interested person in making their 
views known to and felt by their Senator 
and Congressman will govern the final 
result. 


St Happened Last “Week: 


ARIA Makes Positive 
Statement on Risk, 
Insurance Concepts 


The American Risk & Insurance Assn. 
(formerly the American Assn. of Uni- 
versity Teachers of Insurance) has come 
out with a positive statement on cur- 
ricular concepts in risk and insurance 
that sets forth minimum cores of subject 
matter for the general student and addi- 
tional depths for the specialist as well as 
suggesting approaches to instruction. 

The report was developed by a special 
association committee headed by J. Ed- 
ward Hedges, Indiana University, im- 
mediate past president of ARIA. 

Suggested “minimum core” for the 
general student (“any student pursuing 
business administration or economics”) 
is development of an awareness of the 
nature and universality of risk and a 
facility for identifying risk- situations; 
recognizing the inhibiting influence of 
risk in personal and business decisions; 
developing a familarity with the prop- 
erties of probability as they pertain to 
prediction and a general familiarity with 
other quantitative techniques whose ap- 
plications to treatment of risk have been 
demonstrated; acquisition of an adept- 
ness in analyzing risk situations so 
as to permit optimum selection among 
risk-treating alternatives, and achieve- 
ment of a comprehensive understanding 
of the mechanism of insurance. 


For additional depth for the specialist, 
ARIA’s report suggests attention to de- 
tailed analysis of hazards that threaten 
the economic status of individuals, busi- 
ness forms, and other organizations; the 
evaluation of loss-causing potential in 
risk situations; the application of a 
priori probability and relative frequency 
to the prediction of future outcomes; 
the application cf quantative analysis to 
decision-making where outcomes of al- 
ternative courses of action are not cer- 
tain; the relative merits of alternative 
ways of treating risk in the light of 
given objectives; marginal analysis, dis- 
counting, and other techniques involved 
ina decision as to how far to incur cer- 
tain cost in an effort to avoid possible 
future losses; the historical development 
and current status of governmental reg- 
ulation of insurance and other risk-treat- 
ing devices such as suretyship, guaranty, 
hedging, ‘and the like; the institution of 
insurance in its economic, social, legal, 
and political environment; the analysis 
of insurance contracts; rationale for in- 
surance rate-making, underwriting re- 
quirements and philosophies, and con- 
cepts in loss adjustments; and the tech- 
niques for appraising strength, efficiency, 
and capacity of insurers, including re- 
gard for the function and adequacy of 
various reserves. 


Asked for an evaluation of the report, 
a former teacher turned home office of- 
ficial declared: “It’s all a part and parcel 
of the present trend in education that 
holds that unless a course is complicated 
and pseudo-mathematical, it has no val- 
idity. Gone are the days when an in- 
structor sat down with pupils and dis- 
cussed what insurance is, what it does, 
and how it works. Today, you don’t dare 
be descriptive, or the Dean throws out 
the course, the curriculum, and the major 
in it.’ 


Rosan sn Fldadl Kiwanis Club 


Samuel D. Rosan, (Samuel D. Rosan 
Agency, Inc., Continental Assurance, 
N. Y. C.) last week was elected president 
of the Kiwanis Club of Downtown, N. Y., 
Inc. Mr. Rosan, who was also installed as 
deputy grand chancellor, Knights of 
Pythias, recently was elected a director 
of Harstan Associates, dealing in life 
insurance, general lines and mutual 
funds. 


JFK’s Foray Into Oklahoma— 
A Plea to Senator Kerr For 
Aged Health Bill Support? 


During a ribbon- -cutting ceremony last 
week in Oklahoma, signifying the open- 
ing of a highway to the Red River Val- 
ley, President Kennedy chatted gaily 
with Sen. Robert Kerr. It was almost as 
if the Senator hadn’t defeated the Presi- 
dent’s medical-care-for-the-aged bill in 
Congress last August. Almost. 

Reported New York Herald Tribune 
staff correspondent, David Wise: “AI- 
though the ribbon-cutting was the osten- 
sible reason for Mr. Kennedy’s foray 
into Oklahoma, a more compelling mo- 
tive was a chance for a relaxed chat 
with Sen. a one of the most powerful 
members of the Senate and a man in 
whose hands rests much of the fate of 
the President’s legislative program next 
year. 

“As the second-ranking member of the 
Senate Finance Committee, the Okla- 
homa oil millionaire and lawmaker can 
influence the course of Mr. Kennedy’s 
program of medical care for the aged.” 

New Frontiers never die, they just 
keep hammering away. 


Marshall Stresses Two New 
Developments in A.&S. Field 





EDWIN H. MARSHALL 
A Prediction 


Speaking at a luncheon meeting last 
week in Pittsburgh, Edwin H. Marshall, 
vice president, Insurance Co. of North 
America and Life Insurance Co. of North 
America, told Insurance Buyers Asso- 
ciation of that city that two policy forms 
—in spite of their slow recognition—de- 
serve prominence when discussing new 
developments in the A. & S. field. The 
forms: Voluntary accident death benefit 
insurance and long term salary contin- 
uance. 

The first is a program whereby the 
corporation makes available to employes, 
at the employe’s sole cost, high limits 
of accidental death insurance which the 
employe may purchase at his own voli- 
tion. 

The second offers high limits of in- 
come as well as long durations of in- 
come required by the middle and higher 
salaried employes during long terms of 
disability. 

“Probably not over 5% of the corpor- 
ations represented here today,” said Mr. 
Marshall, “now have either of these two 
programs. Yet, within five years, 0% of 
your firms will carry one or the other— 
in many cases, both.” 


Connecticat 65 Plan 
A Hit With Elderly 


21,747 ENROLLED Dt DURING PERIOD 


Program initiated rey Ten Connecticut 
Cos. to Protect Against Catastrophic 
Ilinesses or Injury “A Success” 

The 


extended 


success of the Connecticut 
Health insurance 
21,747 


enrolled 


new 
65 


assured 


plan was 


by the Connecticut elder 


citizens who during the initial 


registration period last month 


The Connecticut 65 plan, designed to 


elder citizens against financial 


costs of pr longed illnesses or 


injury of 


a catastrophic nature, was developed 


after the Connecticut General Assembly 
passed a bill permitting companies tuo 
band together to provide the new-type 


protection 





Originally, ten companies, including 
The Travelers, participated in the ven 
ture. There now 22 others from out- 
sid state 

percent of the total persons 














r.gistered during September were en- 
rolled by sons and daughters rr others 
There were 13,733 who elected to take 
the maximum $10,000 coverage, and 4,- 
833 who chose the $5,000 maximum. En- 
rollees also were given opportunity to 
sign up basic hospital and medical 
insurance if they did not have such cov- 

ly 3 ] basic 
benefits, an indic:z t] num- 
ber of Connecticut’s elder citizens al- 


ready 1 
protecti 


Consideration is bein 


medical 


( spital and 








‘nm to another 


Z give 





enrollment period to give those who 
failed to enroll in September a chance to 
join 


RECEIVE HIC NEWSLETTER 


U. S. Hospital Administrators Are Sent 
First Issue of Council’s Bi- monthly 
“Health een Report” 





Administrators of virtually all’ volun- 
tary short- term h —— in the United 
States received in O er the first issue 
f a newsl on health insurance on 
lished by th Insurance Counc 
Entitled urance Rep ” the 
newslett rves as a bimonthly review 
for } heepials of progress by the nation’s 
insurance companies in financing health 
care 

Its purpose, according to Health In- 
surance Council Chairman Raymond F 
ae second vice president, Metro- 

yolitan Life, is to “serve as a useful 
iis oe which to evaluate the role of 
insura nce c ynpanies in the ec momic s ol 


health care.’ 











In addition to administrators, “Healt! 
Insurance Report” is being distributed 
hospital accountants, national, regional 
and State hospital associations, metr 

litan hospital , . 4] 
politan hospital councils, and to the in 
surance business 

The initial issue underscores the ecc 
nomic relationship of hospitals and _ in- 
surance companies, pointing out that 


“some $4 million a day = insurance com- 


pany benefit payment flowed to hods- 
pitals last year to help finance the cost 
of patient care.” Joint cooperation of 
hospiials and health insurers is stressed 
“if the needs and expectations of the 
American people are to be fulfilled.” 

_ Also described in the newsletter are 
important characteristics of Group, and 


individual and family health 
ritten by companies. Future 
analyze health 


insurance 
issues will 





insurance programs and 
trends and their significance to hospitals, 
patients and insurance companies. 


IVERSON AN ENGINEEERING REP. 

The Detroit branch of Standard Acci- 
dent has added George Iverson to its 
staff of engineering representatives. Mr. 
Iverson will serve as safety consultant 
for insureds in Michigan, including parts 


of the upper peninsula and northern 
Ohio 
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Health Geren eS ne 
To be Discussed by HIAA 


Insurance efforts to provide greater 
an lth coverage to the elderly, and po- 
litical activity in the senior citizen arca, 


will be discussed November 13 at the 
Health Insurance Association of Amer- 
iea’s 1961 Individual Insurance Forum. 


After the audience at the opening ses- 


sion of the three-day meeting at the 
Sheraton Hotel, Philadelphia, has heard 
HIAA President H. Lewis Rietz, ex- 


ecutive vice president of Great Southern 
Life, deliver his keynote address, there 
will be a panel discussion of “Continu- 
ance of Coverage.” 

Panel moderator will be D. B. Alport 


vice chairman of the HIAA individual 
Insurance commiitee, and vice preesident 
-underwriting, Business Men’s Assur- 


ance Panel members and topics will be: 
“Issuance of Guaranteed _ Renew ible 
h Insurance for Life,” by O. C. 
director—health insurance de- 
parts nent, Farmers and Traders Life; 
“Issuance of — anteed Renewable 
Over 65, by W. G. Alpaugh, Jr., presi- 
dent, lies sao Insurance; and “Vol- 
untary Restriction of Right to Non-Re- 
new Because of Deterioration of Health.” 
by G. T. Delahunty, vice president, All 
American Life & Casualty. 
After the panel session, 
a period open for 
hoor 


Paul M Hawkins, 





be 
the 


will 


there 
fr m 


discussion 


HIAA counsel, will 
follow with a report on activity during 
the first session of the 87th Cong 
and a look at prospects for the 
session 

Accomplishments of Connect 
surance companies in joining t 
provide broad health coverage for that 
state’s senior citizens will be discussed 
by William N. Seery, vice president of 
The Travelers, and chi urman of the ex- 


ress, 
second 
icut in- 
etl ler to 


ecutive committee of the associated Con- 
necticut health insurance compat ies. The 
title of his talk is “A Major Break- 


through in Voluntary Health Insurance.” 


Arthur B. Bison & Associates 
Moving to 26 Cliff St., N. Y. 


The well known reinsurance firm of 
Arthur B. Eaton & Associates, Inc., 
located for some time at 9-11 Maiden 
Lane, New York, will move in early 
November to much larger space at 26 
Cliff Street, New York. This move is 
necessitated by the increased business 
of the firm this year 





Machiavellian Sales 
Techniques Backfire 


COMBINED INS. AGENTS TOLD 

Salesmen Injure Themselves, Their Prod- 

ucts and Their Company With Shoddy 
Sales Tricks, Says President Stone 


Salesmen should utilize the “good old- 


fashioned techniques of sincere sales- 
manship, and cast aside any Machiavel- 
lian quick sales methods,” said W. Clem- 


ent Stone, president of Combined In- 
surance Company of America, at the 
opening of the recent first internat.onal 
sales conference sponsored by the com- 
pany’s disability division. 

More than 50 general agents and sales 
managers handling Combined policies in 
48 states and Canada, as well as 45 key 
personnel of Combined’s home office, at- 
tended the conference at Highland Park, 
Il. 

Salesmen are injuring themselves, 
their product, and their company if they 
use Machiavellian or shoddy sales tech- 
niques,’ Mr. Stone said. 

3y failing to follow the highest ethi- 
cal standards, such salesmen are cheap- 
ening their product and damaging the 
reputation of their company. Unethical 
methods may sometimes land a quick 
sale, but the salesman using such tech- 
niques is closing the door to creating 
long term customers who provide the 
basis for any sound enterprise. The end 
definitely does not justify the means. 


Selling Only the Beginning 


‘The selling of a product is only the 
beginning of what should be a long term 
relationship between the customer and 
the company. In this relationship the 
role of the salesman is to continue to 
act the liaison man, performing a 
continuing service between the customer 
and the company. 

“The salesman with the Machiavellian 
technique is quickly recognized by the 
customer for his unethical operation, and 
thus cannot possibly serve the customer 
any longer. Only through sincere and 
honest sales efforts can the salesman 
achieve true success—first by making the 
rriginal sale and then by gaining the 
customer’s confidence for continued serv- 


as 


ice on a long term basis.” 

For agents handling disability insur- 
ance, Mr. Stone pointed to the code of 
ethics of the International Association 
of Health and Accident Underwriters 


Licensees ‘Hit the Road’ 





Policy-Matic Training School Over 


An Atlanta-based firm, Policy- Matic 
Corp. of America, has completed its first 
maintenance school for licensees from all 


over the nation. 





Attending the school were maintenance 
men from 26 states and Canada who 
came to Atlanta for a week of indoctri- 
nation in repairing and maintaining the 
patented Policy-Matic insurance ma- 
chine developed and marketed by the 
Georgia company 

The training program was under the 
direction of Charles Johnson, manager 
of the Policy-Matic maintenance de- 
partment and William D. Tinsley, vice 


mr emae engineering department. 
Divided into two parts, the 
encompassed training in every working 
phase of the land travel insurance dis- 
pensing alles and the methods of 
field repairing as well as complete 
sembly of stands and machines. 
Developed and Patented in Atlanta 
The Policy-Matic machine was de- 
veloped and patented by the Atlanta firm 
and is now being marketed throughout 


school 


as- 


he nation, Foreign markets have already 
veen contracted for 

The firm was founded more than five 
years ago by President William D. Reese 
and his father and the program reached 
maturity last February when the result 
of engineering development was intro- 


I 
} 
{ 


duced to the.nation at a national kick- 
ff press luncheon at the Waldorf- 
Astoria in New York. 

The machine is being distributed 


through licensed independent insurance 
agents and brokers in communities all 
over the country. The insurance dis- 
pensed through the machine covers all 
forms of land travel and offers for $1 
for one week, protection of $7,500 in ac- 
cidental death and up to $500 in medical 
expenses. The machine is operated by 
any combination of quarters and half 
dollars. Underwriting the policy is the 
Beneficial. Standard Group of Insurance 
Companies, Los Angeles. 

The machines are being 
hotels, motels, service stations, 
agencies, bus terminals, 
and wherever they are convenient to the 
traveling public. Franchises are held 
within the framework of the insurance 
industry. 


placed in 
car rental 
train stations 











W. CLEMENT STONE 


Salesman is a Liaison Man 


as ideal standards to be followed. 


“For instance,” he explained, “you 
must present policies factually and ac- 
curately, giving all information to the 
prospect which may be essential to his 
best interests. 

‘The public is becoming more and 
more discriminating, and the salesman 


adhering to the straightforward, honest 
and sincere approach—will approach suc- 
cess more and more frequently,” he con- 


cluded. 


Mutual of Omaha Animated 
Commercial Wins Top Award 


A Mutual of Omaha television ani- 
mated commercial has been named the 
best of the 1960-61 season by Inter- 
national Film Festival. 

Presentation of a large silver bowl 
symbolic of the first-place award was 
made in New York City recently. The 
winning Mutual commercial is an ani- 
mated cartoon whic h depicts the troubles 
of a person who contracts Dutch Elm 
disease, a tree affliction, and carries the 
theme that the company is a good neigh- 
hor under the most trying circumstances. 

The Festival is composed of film pro- 
ducers, educators, research institutes and 
others. Graham, Goulding and_ Elliott 
produced the film. Bozell & Jacobs is 
Mutual’s advertising agency. 


American Cami Advances 
Lampe, Layne to Managers 


American Casualty has promoted Wil- 


liam L. Lampe and Robert G. Layne to 
management positions, Mr. Lampe suc- 
ceeds William P. Wiest, Jr., as manager 


of the Central Pennsylvania Department. 
Mr. Layne replaces M. H. Hankey as 
manager of ACCO’s Pittsburgh branch 
office. Messrs Hankey and Wiest have 
been made assistant secretaries in the 
home office agency department. 

Prior to his promotion, Mr. Lampe was 
a regional multiple peril supervisor in 
the home office. Previous to this home 
office assignment he had held special 
agent and state agent responsibilities 
Mr. Layne has been production manager 
in American Casualty’s Pittsburgh office, 
and special agent. 





Dunne Appointed in Mass. 
Robert M. 
a field sales 
Mutuals of 
New England 
was announced 


Dunne has been appointed 
manager in the Employers 
Wausau branch covering 
from Belmont, Mass., it 
by C. E, Smith, Em- 
ployers’ vice president—sales and ad 
vertising. Mr. Dunne is a 1950 graduate 
of Boston University who joined Em- 
ployers as a salesman in 1956 after 
three years as a junior high school in 
structor in Lynn, Mass., and two years 


as an agent with John Hancock Mutual! 
Life. 
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UNETHICAL PRACTICES SCORED 

IAHU Committee Chairman Demmons 

Condemns Growing Replacement Prac- 
tices in Health Insurance 

The International Association of 
Health Underwriters at its recent board 
mecting condemned unethical practices 
involved in replacement of health insur- 
ance policies by inferior contracts. 

Robert Demmons, Pan-American Life, 
New Orleans, acting head of the associa- 
tion's persistency award committee re- 
ported to the board that growing re- 
plac ement practices in individual health 
insurance are against the public interest 
and contrary to the association’s code of 
ethics. 

Tenant number five of the association’s 
code of ethics reads: “Present policies 
factually and accurately—giving all in- 
formation to my prospect which may be 
essential to his best interests.” Tenant 
number eight: “Be fair and just to my 
competitors, attempt no twisting, and 
make no statements which may do in- 
justice to another company or com- 
petitor.” 

These are the rules that every member 
of the association must live up to, Mr. 
Demmons stressed. “If we find evidence 
of misconduct among our membership, 
local and state associations are em- 
powered to take immediate and ap- 
propriate action,” he added. 

With the filing date (January 1, 1962) 
for the industry’s Health Insurance Per- 
sistency Award rapidly nearing, it is 
ol vit al importance that management ‘put 
singular emphasis on this complex prob- 
lem, he asserted. Text of the associa- 
tion’s resolution on replacement follows: 

“Be it resolved that this association 
wishes to re-emphasize its concern of 
unethical business practices with regard 
to the inducement of policy holders to 
discontinue their insurance for the re- 
placement of same by an inferior con- 
tract. 

“Be it further resolved that this as- 
sociation dedicates itself to do all in its 
power to emphasize the importance of 
uninterrupted coverage to insure proper 
financial assistance in time of need.” 





National Aacident Names 
John Smith Vice President 


Directors of National Accident and 
Health Insurance Co. of Philadelphia at 
their regular quarterly meeting elected 
John M. Smith, vice president in charge 
of weekly premium operations. 

Mr. Smith, who attended Wharton 
School of Finance and Commerce, joined 
National Accident in 1937. He was named 
assistant manager of the weekly premium 
department in 1945 and in 1950 was 
advanced to department manager and 
assistant secretary. 

Under his direction the weekly pre- 
miums advanced from $1,275.000 to $2,- 
047000 in 1960 and the department ex- 
panded from an A. & H. operation into 
the fields of hospitalization and life in- 
surance. 


Force of Ins. as Means of 
Income Will Increase: Eddy 


C. Manton Eddy, senior vice president 
and director of Connecticut General 
Life, recently appeared before the annual 
meeting of the National Council on Aging 
in New York. 

Mr. Eddy discussed the role of in- 
surance as a source of income for the 
later years. The force of insurance as 
a means of income w.ll increase in the 
years ahead, he said, as will the use of 
surance “as a means of conserving in- 
come through the provision of protec- 
tion against the costs of medical care.’ 


A. & H. Club to Hear Rusk 


The next meeting of the A. & H. Club 
of New York will be held November 16 
in the Green Tree Room of the Gram- 


ercy Park Hotel, New York City. Guest 


speaker will be Howard A. Rusk, M. D., 
director of the Department of Physical 
Medicine and Rehabilitation, New York 
University Medical Center. 


Aetna Life Expands Its 

Employe Group Program; 

Dental Program in Effect 

A broadened group health insurance 
program, including one of the nation’s 
first group dental programs, went into 
effect November 1 for employes of Aetna 
Life Affiliated Companies. 

The expanded program, for which 
15,000 employes are eligible, features 
comprehensive coverage with medical ex- 
pense benefits payable up to $20,000 each 
for the employe and his dependents. 

Under the new dental plan, coverage is 
provided for 60% of dental expenses each 
year, subject to a small deductible, until 
benefits totaling $1,000 have been paid. 
Extractions, fillings, inlays, crowns, par- 
tial and full dentures and oral surgery 
are covered. 

The medical expense coverage pays up 
to $1,200 for hospital room and board 
plus 80% of any excess. It then lumps 
together expenses for other hospital serv- 
ices, surgery, doctors’ bills, medicines, 
and a wide variety of other services 
Eighty percent of these costs are paid again 
after a deductible. The new program also 
provides for doubling the maximum bene- 
fit under the medical expense plan for 
retired employes. 

The program is designed to pay higher 
benefits in situations where they are most 
needed, according to an Aetna Life 
spokesman. On the average, a claim re- 
sulting from hospital confinement would 
mean 19% less cost to the employe than 
under the old plan. An employe with 
an average claim not involving hospital 
confinement would pay 33% less. 

In order to implement the new plan, 
the contributions of employes will be 
increased, while the companies will raise 
their contributions substantially. 


Mutual of Omaha Awarded 
Colo. Group H.&A. Contract 


Mutual of Omaha has been awarded 
the group health and accident contract 
for the Colorado Medical Society. The 
group program will provide income pro- 
tection and accidental death coverage for 
Colorado doctors. 

A Mutual of Omaha spokesman said 
the policy can be selected with monthly 
benefits ranging from $100 to $600 for 
disability resulting from sickness or ac- 
cidents. 

The society’s house of delegates chose 
Mutual after considering bids from sev- 
eral insurance companies. Service will be 
handled on a local level through the 
Vincent Anderson Agency, general agent 
for Mutual and United of Omaha in 
Denver. 


Bowling to Head Western 
A. & H. for Nat'l of Hartford 


Robert J. Bowling has joined the Na- 
tional of Hartford Companies in ‘Chicago, 
members of the Continental-National 
Group as agency superintendent in 
charge of the western department’s A. & 
H. operations, it is announced by Execu- 
tive Vice President C. L. Zook. 

Mr. Bowling, a graduate of Illinois 
Wesleyan College, became affiliated with 
Continental Casualty in the special risks 
sales division covering south central 
United States in 1954. He went to Den- 
ver in 1955 to head Continental’s special 
risks operations and since 1958 he has 
been regional manager in Chicago in 
charge of its association group division. 





175 at Sales Congress 

The Western New York Accident & 
Health Association, Inc. held its annual 
sales congress recently at Hotel Statler- 
Hilton in New York City. Approximately 
175 in attendance heard the following 
speakers: Scot Crozier, assistant vice pres- 
ident, Mutual of Omaha; Charles Kings- 
ton, general agent for Union Mutual 
Life in Hartford; John B. English, Chi- 
cago agency director and regional man- 
ager for Springfield-Monarch Cos., and 
Frank Bettger, Wynnewood, Pa. 


Mosher, Castillo Open New Sales and Service Office in Spring- 
field, Ohio for All American Life & Casualty 





FRED P. CASTILLO 


James P. Mosher and Fred P. Castillo 
have opened a new office for All Ameri- 
can Life & Casualty in Springfield, Ohio. 
They will be in charge of sales and serv- 
ices in the Central Western section of 
the state. 

Messrs. Mosher and Castillo have been 
associated with All American for five and 
seven years respectively with the John 
N. Metropulos Agency, Park Ridge, IIl. 
Both have earned their membership in 
the President’s Club each year since 





Nationwide Puts on Market 
Executive Travellor Policy 


Nationw:de Insurance has introduced 
high- level, world-wide travel insurance 
in amounts from $10,000 to $100,000. The 
policy is called the Executive Travellor 
and is rise marketed in 24 states. It 
covers death, dismemberment, and loss 
of life, and tots al disability, subject to a 
one year waiting period. 


Benefits are payable under three plans. 
The first provides 24-hour coverage from 
accidents of any cause. The second is 
a comprehensive conveyance package, 
pavable when the insured is Bh yswor nas 
ridi ng, or struck by any conveyance. The 

third is a common carrier coverage pay- 
able when the insured is a passenger in 
any licensed commercial conveyance. 

The policy pays the full principal sum 
for loss of life, both hands, both feet, 
the sight of both eyes, or the loss of 
one hand and one foot and either a hand 
or foot and the sight of one eye. One- 
half the principal is paid for the loss of 
a hand, foot, or the sight of one eye. 








JAMES P. MOSHER 


1957. 

Mr. Mosher is a graduate of Univer- 
sity of Wisconsin, where he is an active 
member of the Alumni organization. He 
was in the U. S. 112th Cavalry for four 
years with the rank of sergeant and is 
a member of the Disabled American 
Veterans, American Legion. Mr. Castillo 
was the leading producer in paid pre- 
miums for the state of Illinois in 1960. 
He served in the 5th Marine Division 
during the war. 





MAJOR MED. GROWING FASTEST 

Major Medical expense insurance, 
which helps pay for virtually all types 
of medical services, is the fastest grow- 
ing form of health insurance in the 
United States, the Health Insurance 
Institute reported last week. 

Major Medical, sometimes called “ca 
tastrophe” insurance, got its start a 
decade ago and covered some 5.2 million 
persons by the end of 1955, or one out 
of every 33 persons among the civilian 
population. As of June 30, 1961, how- 
ever, Major Medical as written by in- 
surance companies covered an estimated 
31 million people, or one out of every 
Six persons. 





If the insured is totally disabled for 
more than a year, One percent of the 
principal sum is payable every month 
thereafter, up to 100 months, as long as 
he is totally disabled. 

Coverage for medical expenses, up to 
$500, $1,000 or $2,000 for each accident, 
is available as an optional benefit. 








Consultant to Life Insurance 
and A. & H. Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
‘ Phone: MUrray Hill 7-7255 





Prepared for Consultation 


with Life Insurance Companies wishing to develop Sick- 
ness and Accident business and Sickness and Accident 
Companies wishing to develop life insurance business. 
Record of unusual achievement as consultant. Work on 
all phases of Home Office agency activity as well as field 
manpower development. 


Can be seen by appointment. 
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Harold A. Coumbe Retires 
Harold A. 


Coumbe, assistant general 


manager of National Board of Fire Un- 
derwriters, retired on October 31 after 
a long and distinguished service. During 


that period he has played an important 
under Wilbur E. Mallalieu 
A Vincent, general 
this organization of insurance companies 
These 


of nation-wi 


role and 


Lewis managers of 


activities have included the area 
le coordination of loss settle- 
ments in such catastrophies as tornadoes 
One of the 
f industry executives as well as one 


of the 


and windstorms most mod- 
est o 
has been a fine 


most efficient he 


example of “the behind the scenes man” 
to whom growing administrative respon 
been often assigned 
York City, Mr 
was brought up in the Bay Ridge section 
of Brooklyn. The this 


country from a rural section of Cornwall, 


sibilities have 


Born in New Coumb« 


family came to 


entering and 
figure in the 
After at- 
High School 


later 
successful 


England, his father 
becoming a 
millinery business 
tending Manual 
Harold became a Columbia University 
student studying in the fine arts and 
graduating in the class of "18 He has 
lived in Westfield, New Jersey, for over 
forty years and during most of this time 
has been a member of the Westfield 
Tennis Club 

Entering the Army in World War I he 
was detailed to Texas where he became 
a student at Texas and M. College, 
located a few miles from Bryan, that 
state. Currently on the faculty of Texas 
A. and M. is H. G. Kenagy, former vice 
president of Mutual Benefit Life in 
charge of its agency division. Also, pres- 
ently in Bryan is Cecil V. Lindley, man- 
aging editor of the Bryan daily paper 
and a former member of the staff of The 
Eastern Underwriter 

Harold left the university as one of 
35 students selected by the Army to go 
overseas as instructors in such communi- 
cations activities as field radio and field 
telephones. Soon after arriving in Liver- 
pool he was invalided by influenza and was 
in the hospital when the Armistice came 
He was demoblized in 1918, Christmas 
Eve. 

His first job after returning to civilian 
life was with a Japanese concern — 
Uchida Shoji Kaisha, a trading corpora- 
tion which exported machinery and 
steel products to Japan where main 
offices of the corporation were centere d, 
and also acted as purchasing agents in 
USA for the products it handled. 

It was while with the Japanese con- 
cern in 1927 that Harold met the late 
Wilbur E. Mallalieu, then manager of 
National Board of Fire Underwriters 
who needed an assistant and offered the 
position to Harold. This offer came “out 
of a clear sky.” Accepting it Mr. 
Coumbe was rab in charge of the 
National Board’s personnel and given a 


wholesale 


Training 


ays 


BIG 
BILL. 





title of office manager. His services were 
so satisfactory that Manager Mallalieu 
and the executive committee of the or- 
ganization felt he should be given addi- 
tional responsibilities. One of the most 
important of these was in connection 
with heavy losses of a catastrophic na- 
ture. At the time there was no catas- 
thropic set-up in the National Board; 
not even a staff of adjusters. 

In 1943 the National Board adopted 
a supervisory plan which would operate 
in loss emergencies and it was first used 
at the time of the Galveston-Houston 
hurricane of 1943. Mr. Coumbe was 
placed in charge at National Board head- 


quarters. Mr. Mallalieu said to him: 
“You must go on the first plane flight 
available.” This was the initial corre- 
lated modern supervisory operation in 


the insurance industry in connection 


with a catastrophe. 

The original plan called for the National 
Board to set up an office with a General 
Adjustment Bureau representative and an 
independent adjuster as co-managers of the 
operation. In this instance Mr. Coumbe 
represented the National Board, James F. 
Miazza and Phil Winchester, jointly, as 
the Bureau representatives and George 
W. Hanway of Dallas as the independ- 
ent adjuster. As this was an innovation, 
a meeting was held in the Rice Hotel in 
Houston where before approximately 
150 adjusters, fieldmen and insurance 
company representatives, the plan was 
reviewed in detail. 

It had been originally intended that 
the supervisory office would also b: 
authorized to assign some claims to the 
adjusters but it was realized that this 
was difficult of application and it was 
concluded that all loss papers would be 
examined, spot checks made and _ the 
papers cleared for payments to the 
home office. 

In order that the adjusters would 
have some basis of determining the equi- 
tableness of their adjustments, the Na- 
tional Board agreed to arrange with 
local contractors, builders and adjusters 
for the preparation of a fair price list 
for repairs and this practice has bee n 


continued through all successive opera- 
tions 


In this initial operation about 58,000 
claims were cleared by the office and the 
total number involved were 72,000. 

This is an appropriate opportunity to 
sketch some of the current activities and 
functions of the National Board of Fire 
Underwriters which has done so much 
to make the cities and towns of America 
safe; to cooperate with local authorities 
in their construction with safety in view 
which has saved innumerable lives; and 
brings companies into a coope rative unit 
most helpful to the economy and the in- 
surance industry itself. 

In the first place the National Board 
is nearly a century old, having been 
organized in 1866. Since that time, it 
has served its members in the field of 
fire prevention, engineering and educa- 
tion, in the combatting of arson, theft 
and fraud, in the recording and filing of 


statistical data on behalf of its members 
and subscribers, in insurance legislation 
and in loss adjustment problems and pol- 
icy. Not only has the National Board 
served its members well in the ninety- 
five years it has been in existence, but 
its work in the public interest is not only 
well known but is widely accepted. 


Although the National Board is old in 
years, its tradition has been to move 
contemporaneously with the business it 
represents, The rapid strides which have 
been made in new forms of property in- 
surance have been accomplished by ac- 
tions designed to expedite service to the 
insurance buying public. With the broad- 
ening of fire insurance forms and the de- 
velopment of new inland marine insur- 
ance, there were areas in which there 
was overlapping coverage. In order to 
overcome the problems created by the 
overlapping coverages, the Board’s Com- 
mittee on Adjustments took the lead in 
setting up guiding principles whereby 
adjustments were expedited and contro- 
versies overcome. Then, too, the Na- 
tional Board through its adjustments de- 
partment established an arbitration pro- 

cedure in 1920 through which differences 
between carriers having a common in- 
terest in a loss could be adjusted without 
the interest of the policyholder being 
adversely affected through delay in ad- 
justment. 

The Board’s engineering department, 
in its municipal surveys and fire preven- 
tion engineering, constantly moves for- 
ward to keep abreast of changing condi- 
tions. The trend toward decentralization 
as evidenced by the establishment of 
shopping centers removed from the con- 
gested areas of municipalities, and the 
extension of cities through the absorp- 
tion of new sub-divisions, create situa- 
tions which must be evaluated in the 
light of the municipalities’ fire defenses. 
The Board’s engineers are constantly 
concerned with trends that may indicate 
new studies in order that changing con- 
ditions can be analyzed and the munici- 
pal grading schedule kept current in the 
measurement of such conditions 

Engineering research into the fire 
explosion hazards of new products and 
new processes is an_important part of 
the Board's activity. The transition from 
war time to peace time use of nuclear 
energy and the many chemicals de- 
veloped for military and civilian use has 
required a study of these materials so 
that industry could have the benefit of 
the engineers’ findings on such matters 
aS organic peroxides, nitroparaffins and 
the hazards to which fire departments 
might be exposed in the event of acci- 
dent involving nuclear materials. 

The work of the National Board’s spe- 
cial agents in the field of arson investi- 
gation is almost legendary. This force 
of 100 men conducted more than 4,000 
investigations of questionable fires in 
1960 which led to 661 arrests. Working 
very er with fire and police author- 
ities, the National ‘Board’s special agents 
lend their services to police officers, even 
though insurance is not a factor. In 
recent years, at the request of its mem- 
ber companies, the work of the arson de- 
partment has been broadened to include 
hi-jacking, larceny, theft and fraud cases 
relating to inland marine insurance, and 
in 1960, special agents worked 478 cases 
involving inland marine losses and recov- 
eries in excess of a half million dollars 
were effected. 

In carrying out its fire prevention 
education, the Board has taken the lead 
in visual presentations. Each year in its 
promotion of Fire Prevention Week, the 
Board distributes more than twenty mil- 
lion pieces of fire prevention literature 
without cost for use during the Fire Pre- 
vention Week campaign. Because of the 
public service nature of its educational 
program, it enjoys fine cooperation from 
radio and television stations who use the 
National Board spot announcements as 
a regular part of their own public service 
programs. In addition, television stations 
make extensive use of National Board 
films in telling the story of fire safety. 
Newspapers and magazines also gener- 
ously cooperate with the ‘Board in bring- 
ing to the public the need for constant 
vigilance in the fight against fire. Uusu- 


and 





Blackstone Studios 
HAROLD A, COUMBE 


ally, at least one new motion picture film 
is added to the library each year and the 
Board takes great pride in the awards 
for excellence which its motion picture 
films have received. 


* * * 


Gold of N. C. Highly Critical of 
Kefauver Committee Report 

North (Carolina’s Insurance Commis- 
sioner Charles F. Gold is highly critical 
of a report by a U. S. Senate subcom- 
mittee which had criticized North Caro- 
lina’s insurance laws. He said that to 
adopt proposals made by the subcom- 
mittee “would not be in the public in- 
terest.” 

He has been studying the long report 
since it was issued weeks ago by a sub- 
committee of the Senate judiciary com- 


mittce, headed by Sen. Estes Kefauver 
of Tennessee. The report asked the 
Federal Justice Department to investi- 


gate what it called the 
ated by the State’s 
surance laws. 

The report recommended elimination 
of the type of systems for regulating the 
sale and rates of insurance similar to 
those used in North Carolina. Mr. Gold 
said proponents of the changes recom- 
mended by the subcommittee gave only 
“lip service” te the idea of regulating 
the sale of insurance. “They in effect 
want no regulation,” he said. “I think 
that’s the truth.” 

The subcommittee singled out states 
which have rating bureaus for special 
criticism. North Carolina uses such bu- 
reaus which keep records for all in- 


“monopoly” cre- 
new automobile in- 


surance companies writing policies in 
selected fields. The bureaus file rate 
requests with Mr. Gold. 


“Bureaus can serve as checks against 
companies that would get into wrong 
practices,” Comm. Gold said. He noted 
that several years ago a number of firms 
were discovered to be over-charging for 
collision insurance. “There were none 
in this state,” he said, “because of the 
daily audits in the bureau.” 

“It would be impossible for Depart- 
ments of Insurance to regulate under 
these proposals,” Mr. Gold said of the 
subcommittee’s recommendations. He 
said part of the proposals might allow 
unlimited forcing of insurance on people 
who borrow money or become involved 
in other financial transactions. 

Mr. Gold made similar remarks in dis- 
cussing the subcommittee’s report at the 
annual meeting of the North Carolina 
Association of Insurance Agents con- 
vention at Pinehurst. 


* * * 


61% of Carla Loss Closed 

As of close of business, October 27 
General Adjustment Bureau had received 
57,762 assignments of which 52,010 or 
90.4% have been inspected and 35,329 or 
61.16% have been closed to the’ com- 
panies on the Carla hurricane. 

“We are still having our problems with 
respect to wave wash and flood losses 
although these are being closed on a 
fair and equitable basis but taking con- 
siderably more time than would normally 
be required,” President Ben M. Butle 
says. 
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Foreign Credit Assn. 
Names Dorsett Manager 


WILL RETAIN HIS OTHER POSTS 


Credit Insurance Will be Available to 
Exporters; Start Operations in Jan- 
uary in New York City 


|. Dewey Dorsett, general manager of 
the \ssociation of Casualty and Surety 
Companies, has been named _ general 
manager of the newly formed Foreign 
Credit Insurance Association, it is an- 
nounced by Thomas H. Bivin, 
of the organization and vice president 
of the Great American. Twenty-one in- 
surance companies already have joined 


chairman 





DORSETT 


J. DEWEY 


the new association. Formation of the 
FCIA was officially reported at a Wash- 
ington press conference. 

Working in cooperation with the Ex- 
port-Import Bank of Washington, the 
FCIA will make credit insurance avail- 
able to exporters. In announcing the 
formation of the organization President 
Kennedy said the association is one ele- 
ment of plans to give American export- 
ers as much their foreign 
competitors have had for years. The 
President said that he was “deeply | ap- 
preciative of the splendid response” by 
the participating insurance companies. 

Mr. Dorsett will continue as general 
manager of the ACSC. He is also general 
manager of Nuclear Energy Liability 
Insurance Association and will retain 
that post. The FCIA will share office 
space with NELIA at 60 John Street, 
New York City. 

Mr. Dorsett said that the staff for the 
FCIA is currently being recruited. The 
association is expected to begin opera- 
tions in January. Eric Jackson, who has 
long been associated with foreign credit 
insurance in England, will serve as ad- 
viser to the FCIA during its formative 
Stage. He is expected to come: to this 
country later this month under the 
auspices of the Export-Import Bank. 
The bank has also loaned to the asso- 
ciation Henry R. Rowntree, chief of its 
economics division. 

More details on the new organization 
and its purposes will be found on Page 
34 of this issue. 


backing as 


American Re Plan For 


Acquiring Inter-Ocean 
Merl L. Rouse, president of American 
Re-Insurance Co., and Everett D. Ob- 
recht, president of Inter-Ocean Reinsur- 
ance Co., announce that the boards of 
directors. of American and Inter-Ocean 
on November 1 approved a plan for the 
acquisition of Inter-Ocean stock by 
American. The plan involves a 50¢ extra 
cash dividend and a 10% stock dividend 
by American on its presently outstand- 
ing capital stock, followed by By offer 
to Inter-Ocean stockholders of 2.2 shares 
of American capital stock for ee! share 
of Inter-Ocean capital stock outstanding. 
The plan must be approved by stock- 
holders of American and Inter-Ocean 
and is conditioned on the approval of 
New York and Iowa insurance author- 
ities, the effectiveness of a registration 
statement under the Securities Act of 
1933, the receipt by American of at least 
80% of Inter-Ocean stock and the receipt 
of favorable tax rulings. 


Firemen’s Buys Dominion 


Insurance Corp. of Canada 
Firemen’s Insurance Co. of Newark, 
N. J., announces its purchase of the 
Dominion Insurance Corporation of 
Toronto, Canada. This was a cash trans- 
action involving more than 96% of the 
outstanding shares of the Dominion. An 
offer to purchase the remaining 93 un- 
deposited shares has been extended to 
December 15. The purchase reflects the 
rapidly growing position of the Firemen’s 
organization in the Canadian insurance 
market. 

The transaction contemplates the con- 
tinuing affiliation of the Massie & Ren- 
wick General Agency with the Dominion 
and the Fi iremen’ s, a relationship of more 
than 50 years’ duration. There will be 
no change in management under R. 
Massie as president and chief executive 
officer, and Douglas Goodman as vice 
president. 

The continuing directors of the Domi- 
nion. are a Massie, Hamilton Cassels, 
O M. E., Christie T. Clark, Mr. 
Goodman, r K. MacDonald and Dunlop 
Stewart. 


NAIA Committee Heads 


Five new chairmen are appointed and 
six reappointed to head standing com- 
mittees of the National Association of 
Insurance Agents for 1961-62 by Presi- 
dent Cooper M. Cubbedge, of Jackson- 
ville, Fla. Newly appointed chairmen are: 
Richard B. Elliott, Richmond, Va., agen- 
cy management; William R. Lee, Che- 
halis, Wash., casualty, with newly named 
Vice Chairman Neil D. Coates, Miami, 

(Continued on Page 30) 
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MONTREAL - 


Cubbedge, NAIA, Speaks 
On Current Problems 


INTER - REGIONAL PROPOSALS 
Concerned With Bureau Auto Group 


Insurance Plans; Hits Removal of 
“Prior Approval” Requirements 


President Cooper M. Cubbedge of the 
National Association of Insurance Agents 
covered a wide range of current prob- 
lems in a talk before the California As- 
sociation in convention at Los Angeles. 
With respect to Inter-Regional 
ance Conference he told the agents: 

“Your National officers 


Insur- 


Association 





COOPER M. 


CUBBEDGE 


are watching carefully developments fol- 
lowing the not-unanimous recommenda- 
tion of the executive committee of In- 
ter-Regional in New York that Inter- 
Regional be licensed as a rating organ- 
ization in all jurisdictions where it pres- 
ently is licensed as an advisory organiza- 
tion only. 

“It was reported to the National As- 
sociation that Inter-Regional’s objectives 
are: to strengthen its position among 
those uncertain of its legal status, to 
provide more effective service to its 
company members, and to expressly 
avoid overlapping with other bureaus in 
its proposed new functions. There are 
differences of opinion among its mem- 
bers, however, and a membership meet- 
ing is scheduled for December 13 to 
vote on the matter. 

“The National Association has been 
assured that these new Inter-Regional 
functions will not change either the 
present conference procedure with the 
National Association property committee, 
or the various territorial conferences 
liaison. Inter-Regional has stated to us 
that they would continue to utilize these 
points of contact for interchange of in- 
formation and ideas on helpful develop- 
ments advanced by agents. 


National Bureau Auto Plan 


President Cubbedge also expressed 
concern relative to the National Bureau 
of Casualty Underwriters’ experience 
and schedule rating plan for automobile, 


LIMITED 
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general liability, burglary and_ glass 
“which was severely criticized by many 
agents at the recent meeting of the Na- 
tional Association at Dallas. In the 
opinion of the National Association the 
bureau plan does not comply with ficti- 
tous group insurance statutes and rul- 
ings now in effect in most states. More- 
over, it is our belief that the acceptance 
of such filings is in violation of such 
statutes and rulings of many states. 

“The bureau plan involves extension of 
experience and schedule rating plans to 
franchise grantees which are not owned 
by the insured. This would appear to 
legalize certain group insurance pro- 
posals which the various state associa- 
tions and the National Association have 
opposed vigorously in the past. 

‘The bureau plan also permits en- 
largement of fleet rating principles to 
automobiles owned by employes of the 
risk to be rated. The rules for the ex- 
tension of the existing requirement of 
common ownership to include property 
of franchised grantees are: 

“1. All interests operate under a com- 
mon trade name. 

“2. All interests use one or 
identical products or services 
through the franchise grantor. 

“3. One source establishes and main- 


more 
obtained 


(Continued on Page 26) 
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Ex-New Jersey Fieldmen’s Assn. 
Holds Good Fellowship Banquet 


By Epwin N. Eacer 


the Ex-New Jersey Field 


Association 


tenth anniversary dinner in 





] t -elebrate it 
plans to celebrate its 


1962 with 


men’s 


a gala affair, the 1961 annual banquet 
ran second t 10ne since formation 
the organization in early 1953. Good-fel 
lowship reigned supreme at the dinner 
] +) - } re P 3°] 
two weeks ago at the Gramercy ark 


Hotel where the successful reunions 











have always been staged. Not only is 
that | ] located for a majority 
f the ne nbers but there is a 
strong se factor. The New York 
Ex-Fieldmen’s Society, now over 40 years 
old, holds its reunions at that hostelry every 


May, and as several members of thi 

















New York Society are » members ol 
the New Jersey Assoc m the tradi- 
tion of staging such convivial, sparkling, 
long-remembered banquets at the Gram 
ercy Park remains unbroken 

As a ce dinner-guest 
the wri ex-fieldmen’s 
meetings tops among those where re 
laxation miniscences and good fun re 
place completely tensions and rivalries 
of the business. One would readily sup 
pose that tl presei the Ex-New 
Jersey |f i's dinner were asso 
ciated together in the same company, or 
were university or were 


alumni of some 
fraternity brothers. Instead the members 
uwents in New 


—former state and special a 





Jersey and since promoted—some many 

years ago—represent numerous fire in 

surance companies which vie with one 

another for insurance premiums. Ail 
: : “ 


business is parked at the door at 1 
yearly banquets and t 
one of gayety, conviviality 


1e atmosphere is 
and laughte: 
President Sheldon Presides 
President Walter D. Sheldon—Amer- 
ica Fore Loyalty Group—a most amiable 


fire insurance executive, presided at this 
year’s banquet and rode well the waves 
of applause and otherwise which always 








accompany 


5 medal 
to run a post-prandial 


a presiding ofncer 
hi 


] oA 





accordance with Roberts’ I 
No one yet has f 
through practically unscathed. Or- 
cal debate on numerous topics was 
ry and completely hes 





“off-the-record 





“he association voted to continue a 


donation of $25 to the Insurance Society 
§ New York as a contribution to educ 


silence in 


Members s 


' 
of Arthur C. Bachman of the Home who 


memory 


od in 


away since the 1960 dinner 
New Members 


New members 
were G. L. Reynolds, 
alty Group, Newark, N. J.; R. J. Laier, 
Cranford, N. J., retired from America 
Fore Loyalty; C. D. Sheperd, American 
Insurance Group, Baltimore; Arthur 
Lange, National Union, New York City, 
and Harold Malcolm, National Union, 
East Orange, N. J 





elected at the banquet 
America Fore Loy- 








K« America Fore Loyalty 
t president of the association, 
advocated that every member 
ring in one member during the 
2 months, and if this were done 


membership would be doubled 


2 
10th anniversary dinner 








( 

3. Burkert, Commercial Union- 
North ritish Group, chairman of the 
New York Ex-Fieldmen’s Society, at- 


tended the dinner, received 
welcome and spoke on the 
two organizations 


Officers Elected 


hearty 
success of the 


In conformance with the true tradi- 
tions Of nominating conventions the new- 


elected officers were placed in nomi- 
the customary eloquence 
starting with—“The man I am to present 
for the high office of”’——etc., etc. E. €. 
Niver—New York Board of Fire Under- 
writer—was spokesman for Paul V. 
Hartelius, advanced to president from 
vice president; newly elected Vice Pres- 
ident Joseph H. Wilson—Home of New 
York—was supported by Victor Kurby- 
weit—America Fore Loyalty—; Secre- 
tary Victor L. Pitchford—American In- 
surance Co.—was honored by Mr. Koh- 
ler, and Earl S. Leach—General Adjust- 
ment Bureau—the new treasurer, was 
nominated by Joseph Sorge—Appleton & 








ion with 





Cox, Inc. There were no contests, and 
none was expected. 

To the executive committee were 
elected C. B. Cleaves, retired; Mr. Kur- 
byweit; Frederick W. Doremus, Inter- 
Regional Insurance Conference; Philip 


M. Winchester, 


independent 
and all past presidents 


Robert F. Moore in Newark 


Robert F. Moore, one of the charter 
members and incapacitated from a stroke 
for several years, is now residing in a 
nursing home, the Newark Gardens Con- 
valescent Sanitarium, 70 Newton St., 
Newark. He ll be delighted to hear 
from his friends, and those able to may 


adjuster, 






visit him. Mr. Moore is a member also 
»§ the New York Ex-Fieldmen’s Society 
and of Blue Goose 

Mr. Kohler heads a committee to make 
the 10th anniversary dinner in 1962 a 


affair. Co-chairman is Mr. 
ler called for ideas from 


next years program 





Koh 
members to aid 
Formation of Association 
Back in January, 1953, a_ planning 
meeting held on New York City 
which led to formation of the association 
Mr. Kohler was made chairman of the 
organizing and later named 





was 


committe¢ 
president. Others on that committee were 
Samuel A. Mehorter of McDaniel & Co.; 


R. C. Hamilton of the Royal-Globe In 


surance Companies 
In addition to the then temporary com 














Ben Fasman Photo 


Officers for 1960-1961, one newly elected officer and guest of honor from the 
New York Ex-Fieldmen’s Society get together prior to the 1961 annual dinner at 
the Gramercy Park Hotel in New York City. Seated, left to right, are Louis B. 
Burkert, chairman of the New York Society; Walter D. Sheldon, president of the 
Ex-New Jersey group; Paul V. Hartelius, vice president and since elected president. 

Left to right standing are: Joseph H. Wilson, secretary; Earl S. Leach, new 
treasurer, and Victor L. Pitchford, treasurer. Mr. Wilson was advanced to vice pres- 


ident and Mr. Pitchford to secretary. 


mittee Mr. Wilson, Mr. Kurbyweit, Mr. 
. were all among the founders. 
Others present at that early gathering 
included S. W. Reiter, American; Mal- 


»orge 


colm Dickenson, Insurance ‘Co. of 
North America; J. S. King, America 
Fore Group; Mr. Kurbyweit; R. A. 
Sheppard, America Fore Group; Mal- 
colm deVesty, Fireman’s Fund Grotp; 


Ernest Warren, Springfield F. & M.; 
Robert F. Moore, R. F. Moore Agency, 
New York City. 

Also Franklin Thurnall, Atlas Assur- 
ance; Herbert Puschell, Home Insurance 
Co.; W. Mallalieu, Great American; 
Walter W. Custance, Great American; 
Martin E. Corrigan, America Fore 
Group. 

The following were prevented from at- 
tending in 1953, but expressed support: S. 
Gage Lewis, F.I1.R.O. of N. J.; Charles 
H. Conklin, Northern Insurance Co.; S. 
R. Howard, North British & Mercantile; 
George W. Sailor, Buffalo Insurance 
Co.; R. P. Crawford, Glen Falls; Mr. 





Sorge, Caledonian; Albert C. Knox, 
Phoenix of Hartford; Clemens A. Fort- 
man, Fireman’s Fund Group; Arthur K. 
Andrews, Aetna Insurance Group; Brad- 
ford Smith, Jr., North America; W. R. 
Carlson, Glen Falls; Gilbert Dietrich, 
Home Insurance Co.; Robert Anderson, 
National Fire; Fred Morasch, Fireman's 
Fund Group. 
Those at 1961 Banquet 


Those attending the 1961 banquet in- 
cluded the following: 

R. C. Williams, Paul Hartelius, V. L. 
Pitchford, Walter Roden, Chas. Dem- 
arest, Harry Kohler, J. H. Wilson, Allen 
Knapp, E. S. Brokaw, “Doc” Cleaves, E. 
C. Niver, R. C. Hunt, J. A. Neill, Earl 
S..Leach, V. Donohue, Theodore R. 
Roller. 

Also, Morris Hartelius, Carl F. Fry, 
Andrew B. White, Walter Sheldon, Vic- 
tor Kurbyweit, B. Rogers, J. Sorge, W. 
Ohl, W. Wallin, A. Lange, H. Malcom, 
Louis B. Burkert. 
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Ben Fasman Photo 


Over 30 members of the Ex-New Jersey Fieldmen’s Association are about to interrupt their gay conversation to enjoy a 
tasty dinner at the annual reunion at the Gramercy Park Hotel. Not only do most of the diners return each year, but a com- 
parison of photographs reveals that many sit in the same seats, so strong is tradition in this association. 
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“HOW ALLSTATE CUTS DOWN THE COST 


The Eastern Underwriter 








OF TOP-QUALITY FLEET INSURANCE 











Were set up to pay 
claims by the clock 





(instead of the calendar ) 


Allstate has built the largest full-time, 
salaried claims staff in the industry— 
4,800 people throughout the United 
States and Canada. Equally impor- 
tant, Allstate experts have the back- 
ground and experience to quickly and 
properly evaluate your claim. 


Allstate now has 260 claim centers 
(more coming) throughout the USS. 
and Canada, and 29 strategically lo- 
cated regional headquarters offices 
linked together by the largest private 
wire teletype system in the insurance 
industry. 


By trying to settle claims fast, we 
are able to eliminate a lot of expen- 
sive correspondence and long-distance 
phone calls. We also reduce some of 
the “ballooning” demands that come 
from third parties when settlements 
are delayed. 


Centralized Service 


Allstate is ideally set up to help you 
streamline your Fleet insurance and 
save you money. Fleet insurance is 
centralized in our Special Accounts Di- 
vision, staffed by 200 people fully qual- 


Youre In good hands with 








“ON-THE-SPOT” CLAIM SERVICE. Alistate’s claims men never have their hands tied 
with home office red tape. We give them the authority, and they have the skill to handle claims 


in record time. 





ified in handling corporate insurance 
programs. 


We have a rating program that will 
fit your needs, even if you are now self- 
insured or considering self-insurance. 
Why not get all the facts in your case? 





How To Get Details 


Write, wire or phone Sales Department, 
Special Accounts Division, Allstate In- 
surance Companies, 8324 Skokie Blvd., 
Skokie, Ill. Phone: ORchard 5-2200 or 
COrnelia 7-7700. May we help you? 






ALLSTATE FLEET INSURANCE 


inseblitens Essential 
In Business: Lemmon 


HALTS GOV'T ENCROACHMENT 


Eighth Hemisphere Insurance Confer- 
ence Convening at Lima, Peru, Hears 
Views of NAII General Manager 


best 
defense against encroachment by govern- 


Competition in business is the 


ment, Vestal Lemmon, general manager 


of the National Association of Independ- 
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told the 
Insurance 


recent Eighth 
Conference in 


ent Insurers 
Hemispheric 
Lima, Peru. 

Citing the fire and casualty business 
which he represents as an example, Mr. 
Lemmon said, “The competitive environ- 
ment in the United States has minimized 
the necessity of the government enter- 
ing the insurance business at either the 
state or national level and, at the same 
time, it has served well the public 
interest.” 

Mr. Lemmon said the principal obliga- 
tion of an insurance company “is to serve 
the public in the best way possible and 
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Photo courtesy of Brazilian Government Trade Bureau 


IN RIOD ® & s or anywhere else in the free world—outside North 


America—AlIU is equipped to handle all types of insurance for your clients. 


AIU policies are written on behalf of long-established U.S. insurance companies. 
Yet, they are tailored to the insurance peculiarities and to the laws and customs of 


the places where the risks are located. 


Claims are adjusted “on the spot” and 


losses are paid quickly—in any currency in which premiums are paid, including 


U.S. dollars if local laws permit. 


Remember . . 


. you need not be experienced in handling overseas risks to partici- 


pate in this growing field. Call or write the AIU office nearest you and let us 


show you how simple it can be for you. 
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to allow others to serve even better, if 
they can.” 


Public Service is the Prime Test 


Noting that public service is the prime 
test of public policy, Mr. Lemmon said, 
“The public is best served under a com- 
petitive system in which there is adequate 
room for experiment to meet the chang- 
ing needs of the communities and the 
state. For the most part, that is the 
system which prevails in the United 
States. 

“However,” he said, “there are some 
impediments to competitive insurance. 
Among them are overly restrictive 
statutes, unenlightened regulatory of- 
ficials, and obstructive efforts of those 
who would prefer to keep the industry 
in a straitjacket of uniformity.” 

Mr. Lemmon believes the competitive 
aspects of United States business and 
industry without doubt had contributed 
greatly to the national economy. He also 
emphasized that competitive private 
enterprise in the public interest is an 
underlying tenet of our basic economic 
philosophy. This holds true, he said, as 
long as industry remains responsive to 
the changing needs and desires of its 
consumers. 


But, Mr. Lemmon warned, when in- 
dustry lags or falls short of expecta- 
tions—when a gap between service de- 
sired and service offered exists—some 
form of government stimulus may be 
expected. The most important reason 
that most United States business has 


remained in private hands is because of 
industry’s ability to respond to the needs 
of the times, he said. This was not al- 
ways true in the fire and casualty insur- 
ance business; he noted. 

“There was a time,” he said, “when 
dominent elements in the U nited States 
fire and casualty industry could have 
been accurately categorized as_hide- 
bound, ultra-conservative and unrespon- 
sive to change. 

“It is my considered opinion that th 
advent of competition and the vinstoan. 
healthy stimulus it provided, most of 
which was engendered by independcit 


companies, was the prime factor in 
breathing life into an otherwise rather 
inflexible industry and, indeed, in fore- 
stalling both the need and the op- 
portunity for government, state or na- 
ti ional, to get into the business. 

“In every field where the system of 


competitive insurance under state regula- 
tion has been operative it has proved 
itself admirably,” he asserted. “It is 
regarded by experts as the best system 
by which to combine the creative energies 
and dynamic forces of free enterprise 
with the requirement of public scrutiny 
of a vital industry.” 


Cubbedge of NAIA 


(Continued from Page 23) 


tains standards regarding management 
control and is responsible for insurance 
premium payment for all interests oper- 
ating under the exclusive franchise. 

“‘4 There is no _ legal. prohibition 
against ownership by the ‘franchise 
grantor of the operations of the other 
interests to be rated.’ 

“While the National Bureau filing 
would affect only the casualty risks un- 
der the jurisdiction of that rating or- 
ganization, concern has been expressed 
that approval in that field will leave the 
door wide open to many more Group 
insurance plans of an even more serious 
nature 


Florida Ruling 


“The ruling of Florida Insurance Com- 
missioner Larson reads: 

“*The insurance laws of Florida re- 
quire that any rating plan or form for 
fire, casualty or surety insurance in Flor- 
ida shall not be unfairly discriminatory. 
Therefore, the Insurance Department of 
Florida will not approve any rate, rat- 
ing plan, or form of any nature for fire, 
casualty or surety insurance which pro- 
vides or makes available to any person, 
firm or corporation any preferred rate 
or form based on any fictitious grouping 


——=== 


of such persons, firms or corporations 
by way of membership, license, franchise, 
contract, agreement, or by any other 
means other than common owne: ship, 
This rule shall not be construed to cover 
accident and health insurance.’ 

“Similar rulings and statutes are ip 
effect in 30 states. The National Asso- 
ciation of Insurance Agents continues 
to be concerned over the tendency to 
combine fictitious groups for rating pur- 
poses where no insurable entity, as such, 
is present. Such fictitious groups are in- 
compatible with sound principles of rat- 
ing an insurance hazard.” 


Rate Competition 


Discussing deviations and opposing the 
philosophy of no prior approval of 
rate filings with state Insurance Depart- 
ments Mr. Cubbedge told the California 
agents that “any more flagrant, com- 
petitive atmosphere than exists today 
could not possibly be in the public good— 
individual premiums will be further 
shrunk, commission percentages will be 
further reduced, underwriting will become 
more restrictive, markets will become 
more limited, company income will be 
reduced, producers’ income will be re- 
duced, we cannot accommodate all of our 
customers. 

“Believe it or not, the passers of the 
regulatory laws, including the so-called 
model law, considered the deviation sec- 
tion necessary to provide a market for 
the otherwise uninsurable risk. In fact, 
the laws have rarely been so used. In- 
stead, they have served as price-cutting 
devices, or, if you prefer, a price war 
on a limited scale. Thus, no one considers 
them a price-raising device, but rather 
a price-cutting method. 


Rating Bureaus Essential 


“Remember the Senate Subcommittee, 
in holding its hearings in W ashington, 
heard a very representative group of 
Insurance Commissioners and deputies. 
There was total agreement among them 
that the product of the rating bureaus 
is essential to the performance of their 
duties. Why As a yardstick 
which to test filings as to inadequacy, 
excessiveness, or unfair discrimination. 
This fact, simple and obvious as it is, 
apparent ly had not occurred to some of 
the Washington inquisitors, and this 
subject was belabored in the hearings. 

“IT want to make it crystal clear that 
the NAIA stand at Dallas’ was 
taken because we feel removal of > the 
‘prior approval’ requirement will reduce 
the effectiveness of regulation to a very 
dangerous degree in the public interest. 

“at 40 every American 
Agency System agent in the United 
States to thoroughly acquaint Federal, 
state and local legislators and other of- 
fice holders with insurance; what it is; 
how it functions; why it functions as it 
does; why state regulation is proper, and 
why Federal control is out as far as we 
are concerned. We must get closer and 
stay close to our respective Insurance 
Commissioners, helping them when they 
need help, and standing by them at all 
times.” 
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CPCU Teachers Meet 


Forty CPCU teachers from the New 
England area attended a teacher con- 
ference conducted by the American Insti- 
tute for Property and Liability Under- 
writers, Inc. at the Somerset Hotel in 
Boston on November 2 and 3. This con- 
ference is the first of the 1961-62 annual 
series. The theme for these conferences 
is “Modern Teaching Methods” 

Teaching techniques for CPCU study 
classes conducted at universities and col 
leges throughout the country were dis- 
cussed in an idea-sharing session by the 
various college professors, attorneys, and 
CPCUs who share in this nationwide in- 
surance teaching. 

Dr. Edwin S. Overman, Dean of the 
American Institute, was in charge and 
his staff of assistants included James J 
Chastain, director of field services, and 


Dr. Richard deR. Kip, director of exami- 
nations, 
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Automation Talks at Calif. Meeting 


More than 1,100 agents from all parts 
of California gathered in Los Angeles, 
October 30 to November 1 for the 54th 
annual convention of the California As- 
sociation of Insurance Agents. W. R. 
Van Dusen of Sherman Oaks, Calif., was 
general chairman. 

On a theme of “The Positive Ap- 


proach” the convention, in the Biltmore 
Hotel, stressed the fundamental prob- 
lems of the independent agent, includ- 
ing such areas as automation, communi- 
cations, credit controls, manpower re- 





tment, personnel procedures and in- 
training, with speakers and panel meet- 
ings exploring each subject. 

Opening day sessions included greet- 
ings by F. Britton McConnell, Insurance 
Commissioner of California; a welcome 
to Los Angeles by Joseph M. Quinn, 
official representative of Mayor Samuel 
Yorty, and a keynote address, “The In- 
dependent Viewpoint” by Cooper M. 
Cubbedge of Jacksonville, Fla., president 
» National Association of Insurance 


of th 
Agents. 

The second convention session Mon- 
dav afternoon, featured a panel dis- 
cussion by Eugene A. Toale, secretary 


of Recording and Statistical Corp. of 
New York. Mr. Toale, a past coordinator 
of the CAIA-sponsored Advanced Agen- 
cy Management Conference, presented an 
illustrated talk on methods of data 
processing and automation in stepping 
up activities of an agency. He introduced 
fellow speakers, Robert B. Battles, of 
R. A. Rowan, Inc., Los Angeles, a past 
president of both the California and Na- 
tional Associations of Insurance Agents, 
and holder of the NAIA’s Woodworth 
Award and William B. Glassick of the 
W. B. Glassick Agency, Hollywood, also 
a past president of CATA. 

Mr. Battles pointed out that contrary 
to popular belief in the industry, indi- 
vidual insurance agents are not slow or 
reluctant to employ automation in their 
agency activities, and that as early as 
1953 the NAIA was the first insurance 
organization to state the value of auto- 
mation and appoint a committee to in- 
vestigate its possibilities and application 
to the industry. 

Mr. Glassick, whose agency was one of 
the first, locally, to change from manual 
accounting to automated, pointed out 
some advantages and disadvantages in 
the agency structure. He said that the 
prime advantage is the elimination of 
error and the increase in accounting 
efficiency. Through automation, good ac- 
counting is enforced, an agency can 
maintain its records in its own office, 
have a history of accounts receivable and 
know the balance of any customer. 

On the negative side, the speaker re- 
minded that the cost of the equipment 
can be a disadvantage. An experienced 
operator must be employed, and the loss 
or frequent changes of operators can 
make a system economically unfeasible. 
He recommended that an agency con- 
templating automation should engage a 
data processing center to set up a system 
that will assure a maximum of efficiency 
and economy. ‘ 


McConnell Calls NBCU Plan Illegal 


Mr. McConnell said: “It is my present 
and tentative opinion that recently pro- 
mulgated provisions of National Bureau 
of Casualty Underwriters calling for ex- 
perience and schedule insurance rates 
for large firms and their employes are 
illegal in California. It appeared they 
would be in conflict with McBride Grun- 
sky Law affecting fictitious fleets.” Mr. 
McConnell deplored improper use of 
word, “insurance” by U. S. Dept. of Health, 
Education and Welfare saying Social Se- 
curity cannot be considered insurance. 

Harry R. Schroeter, Jr., Oakland, was 
elected president and state national 
director of CAIA; H. Reifenrath, Red- 
wood City, vice president; Lyle Huggins, 
Long Beach, secretary-treasurer. 

Principal resolutions passed were: re- 
quest to Fire Insurers Loss Adjustment 


Committee to terminate distribution of 
pamphlet known as “Acceptable Loss 
Adjustment Practices”; that CAIA re- 
quest subscribers to Inter-Regional In- 
surance Conference to continue writing 
basic Homeowners A, B, and C policies 
in interest of free and stable market for 
public and continuing stability of pack- 
aged insurance for personal lines. 

Final session Wednesday included 
workshop on Successful Personal Lines 
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The sounds of ground breaking, repeated from Maine to 
California, herald a surge in our nation’s efforts to meet 
climbing industrial and consumer demand. 

In the second quarter of this year we've witnessed a flow 
of goods and services without parallel in history .. . 9.7 
billion dollars*, projected annually, abovathe highest 
quarter! We have an economic climate capable 


previous 
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THE HANQRERINSBRANCE CO. - 


Rollins Burdick Hunter 
Opens Office in Thailand 


Rollins Burdick Hunter Co., Chicago, 
announces opening of a new office in 
Thailand as another link in the expand- 
ing chain of insurance offices to develop 
and service worldwide accounts. 

The IBEC-RBH Insurance Center, 
Ltd., is the official name and denotes 
the tie-in between International Basic 





Production, The Anti-Trust Settlement, 
Recruitment and Manpower Retention, 
Future of American Agency System. 


Economy Corporation, New York, and 
Rollins Burdick Hunter Co. in the devel- 
opment of overseas insurance brokerage 
business. 

Reeve Hankins, a director of the new 
venture, was formerly a vice president of 
American International Underwriters Far 
East, Inc., and has worked in South- 
east Asia for nearly 15 years. General 
Manager Warren D. Westland is a 
former American Foreign Insurance As- 
sociation 


man who was working with 
Aurell Insurance Brokerage of Tokyo 
when he joined the new Insurance 
Center. 






LANDSCAPE ....FALL /96I 


THE FULTON INSURANCE CO. - 


of developing the greatest demand for insurance protection 
ever experienced. 

This market expansion provides both challenge and 
opportunity to America’s independent agent. 

With a premium on full, flexible multiple-line facilities and 
service, agents representing The Hanover will be ready, willing, 


able and equipped: 


*U.S. Dep't. of Commerce—Office of Business Economics 


ANOVER INSURANCE GROUP * SINCE 1852 


MASSACHUSETTS BONDING DEPT. - 


MASSACHUSETTS BAY INSURANCE CO. 


111 JOHN STREET, NEW YORK, N. Y.* BOSTON * CHICAGO * SAN FRANCISCO * TORONTO 
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Nature has dealt harshly with fire and 
casualty insurers thus far in 1961, says 


“Value Line” Sees Earnings Drop For 


Value Line” forecasts. 


Fire Casualty Insurers in 1961 investment operations. If the 


Value Line Investment Survey. have retarded portfolio yield growth. 
in the winter, windstorms in the Industry-wide increases in 
spring and hurricanes in the fall have income is estimated 


added to an industry-wide underwriting 7% versus | ; 
Earnings of most 


this vear. This, in turn, has re- 10%. 


ne 


investment 


historic norm of 


weather is normal,” the Value Line Sur- 
tarded portfolio buildups, while moder- vey states, “fire and casualty 
ately lower vields on new bond issues writing profits could show substantial 
é 2 improvement. Even so the potential for 
cyclical recovery in underwriting is less 
5% to impressive than past experience might 
8% to suggest. Carriers selling direct 
fire and cas- public at ecouomy rates continue 


ualty insurers this year are likely to 
be moderately below those of 1960, “The 


“Natural calamities have thus delayed 
the expected turn for the better in the 
underwriting cycle, besides retarding 









Strength... 


Assets 


* July 31, 1961, Connecticut basis 


Stability... 


Policyholder’s Surplus 


Security 


... What's 
in it 
for 
you? 


SECURITY INSURANCE GROUP 


$ 50,323,254.* 


$220,887,983.* 


one of the oldest Connecticut full-line stock companies. 


A group of well-established, reputable names with universal acceptance. 
Together, they add up to hundreds of years of pioneering and 
service in insurance. 


Success .... 


during the past five years alone, Security Insurance Group has grown 


to over four times its previous size. And this isn’t growth for the 
sake of growth — it represents solid, substantial success based 
on realistic underwriting. 


Gervice..... 


streamlined, fast service — finest claims service . . 


. this is the formula 


which leads to satisfaction and more sales volume. 


Saleability... 


contingent-commission ‘and profit-sharing contracts for qualifying business. 


Policies priced to meet direct writer competition, shaped to sell with 
modern features like monthly payments and deviated policies. 


Founded in 1841, and as modern as tomorrow, the Sec 


urity Insurance Group is the single source for all 


these lines: life « accident « fire « casualty *« group « automobile « marine * bonds and all other forms 


of personal and business insurance. 


Security 





Insurance Group 


SECURITY IS 
OUR PRODUCT 





Security Insurance Company of New Haven 

New Amsterdam Casualty Company 

United States Casualty Company 

Connecticut Indemnity Company 

Founder’s Insurance Company 

Fire & Casualty Insurance Company of Connecticut 


Security - Connecticut Life Insurance Company 





attract the better risks. The old line 
stock companies are under heavy pres- 
sure from this competition and from the 
expensive process of moving from ‘spe- 
cialist’ to ‘generalist’ in the property and 
casualty insurance field. Also, there are 
indications that outside organizations 
may develop substantial insurance opera- 
tions. 

Despite these problems, the Value 
Line Investment Survey says it “looks 
for the fire and casualty insurance in- 
dustry to show improving results. Un- 
derwriting should be on a more normal 
rising cycle. Currently the life insur- 
ance affiliates of several fire and casualty 
carriers are making little contribution 
to the overall profits of their parents, 
But a present entry into life underwrit- 
ing is a valuable foundation for future 
earnings growth, as the trend toward 
all lines underwriting of consumer in. 
surance gains further momentum.” 


Tower Insurance Companies 


Show Eighth Month Profit 


Fire. and casualty companies of the 
Tower Insurance Group, Battle Creek, 
Mich., report a premium volume of $18,- 
974,786 for the first eight months of 
1961, an increase of $2,066,317 over the 
same period last year. 

The Tower Group includes Wolverine 
Insurance Co, Riverside Insurance Co. 
of America, Secured Insurance Co., and 
Federal Life & Casualty. 

Riverside, Tower’s economy auto com- 
pany, showed the greatest increase of 
all lines with a premium volume of $1,- 
397,750 compared to $647,579 in 1960. Fire 
volume was up $381,395, casualty (other 
than auto) increased $297,640, and mobile 
home business gained $360,233. 


American Business Held 
Vital to Freedom Here 


American business is the “Machinery 
of American Freedom” but, through de- 
fault, businessmen are permitting their 
vital contributions to be discredited or 
at least misunderstood, a leading insur- 
ance executive told some 200 business- 
men and civic officials in California. 
Speaking at a luncheon culminating a 
“Town Inspection” for fire hazards in 
the business section of Redwood City, 
Stuart D. Menist, vice president of the 
Fund Insurance Companies, said that 
“there is a serious lack of understanding 
among our people as to just how im- 
portant and necessary business, large 
and small, is to the domestic and in- 
ternational welfare of America. 

“The Quiet Man on Main Street— 
the merchant or businessman or insur- 
ance man—is being shortchanged by 
American public opinion. Whereas he 
is the champion of freedom, he is too 
often considered its antagonist. Where- 
as his civic contributions are taken for 
granted, his efforts to earn a profit so 
he can stay in business are equated with 
avarice and greed in the minds of many. 

“Even in very high places,” Mr. 
Menist said, “there seems to exist fright- 
ening confusion as to just what our 
system really is and how it operates. 
“Ts it any wonder,” Mr. Menist con- 
tinued, “that our high school students 
have some doubts about business people 
like you and me (and surveys indicate 
a great many students have real doubts 
about us) when one of the top leaders 
of our educational system apparently be- 
lieves you have to bend the laws of 
morality in order to succeed in busi- 
ness. 

“My business, the insurance industry, 
is intimately entwined with alriost every 
segment of the American economy,” he 
said. “Indeed we seem to encounter 
every form of dishonesty, routine and 
bizarre, but we cannot conclude that a 
relatively few cheaters set the pattern 
for the whole of our economic system. 

“On the contrary, in our business good 
faith is routine. We bind ourselves to 
hundreds of thousands of dollars worth 
of protection over the telephone. We 
cannot believe other business is radically 
different from the insurance industry.” 
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Maine Exam Advisory Board Named 


Insurance Commissioner George F. 
Mahoney announces appointment of five 
well-known Maine insurance men as 
members of a mew insurance examina- 
tion advisory board authorized by the 
100th Maine legislature. The,board will 
make recommendations to the Commis- 
sioner with respect to the scope, type 
and conduct of written examinations and 
examination schedules for individuals 
desiring to be licensed as insurance 
agents and brokers in the fire, casualty 
and surety fields on and after January 
1, 1962 

Members of the examination advisory 
board are E. Clifford Ladd, Rockland; 
Clifford E. Leeman, South Portland; Leon 
M. Sanborn, Gorham; Robert C. Lane, 
Wayne, and Lewis O. Barrows, New- 
port. Mr. Ladd is to represent the 
capital stock agencies. He is president of 
W. C. Ladd & Sons of Rockland and 
was for many years with Commercial 
Union at its Boston office. 

Mr. Leeman is to represent the mu- 
tual agencies. He is owner of the Mu- 
tual Insurance Agency of Portland and 
is a former president of the Mutual In- 
surance Agent’s Association of New 
England. Mr. Sanborn represents the 
domestic mutual companies. He is sec- 
retary and executive vice president of 
the York Mutual Insurance of West 
Buxton. He has served as a representa- 
tive to the Maine legislature, as a state 
senator and as a member of the exec- 
utive council. 

Mr. Lane is to represent the other in- 
surance companies doing business in 
Maine. He is an officer of the Peerless 





John Liner Associates to 
Study Vt. State Coverage 


John Liner Associates, Inc., Boston 
insurance consulting firm, has been re- 
tained to make a thorough study of all 
aspects of the State of Vermont’s in- 
surance program, according to Commis- 
sioner of Administration Frank P. Free. 
The Commissioner stated that it is hoped 
that the study will result in considerable 
savings in the state’s annual insurance 
expenditure. Funds for the study will 
come from the state’s insurance reserve 
fund, as authorized by the Emergency 
3oard. 

All policies now held by the State 
of Vermont will be reviewed, all insured 
property will be considered to determine 
how much coverage should apply, and 
specifications will be established for all 
policies. 


Forrest General Adjuster 
At Syracuse For GAB 


The General Adjustment Bureau an- 
nounces appointment of John M. For- 
rest as general adjuster at Syracuse, 
N. Y. to become effective November 1. 
He will succeed William Wallace, who 
is retiring. Mr. Forrest joined the bu- 
reau at Rochester, N. Y., in 1946. Mr. 
Wallace joined the bureau at Boston, in 
1924. He was transferred to Syracuse, 
where he has served continuously to 
date. In 1952 he was promoted to 
branch manager and subsequently was 
appointed general adjuster. 


Norfolk Agencies Merge 


Barry, Parks & Son. Inc., and Walke 
& Son Inc., both general insurance agen- 
cies of Norfolk, Va. merged November 
I. The new firm operates under the name 
of Walke-Parks Insurance Corp. 

I. T. Walke, Jr., is president of the new 
company; Littleton W. Parks vice pres- 
ident, Diana T. Parks treasurer and 
Peter R. I. Pine secretary. The merger 
brings together two of Norfolk’s oldest 
insurance agencies. Walke and Son was 
established in 1869, and Barry, Parks & 
a Inc., and its predecessor, date from 

5 


Insurance of Keene, N. H., and has 
supervised that company’s operations in 
Maine for many years through its office 
at Augusta. Mr. Barrows, president of 
the Newport Trust Co. represents the 
public on the board. He was Governor 
of Maine from 1937 to 1941 and secretary 
of Liberty Mutual of Boston from 1941 
to 1956, when he retired to his native 
home of Newport. He was licensed as 
an insurance agent in Maine in 1924. 





TS UP 10 YOU! 


® For the first time, AS/PN lets you choose the side of the 


Va. Fire Rates Changes 


The Virginia State Corporation Com- 
mission has approved fire insurance rate 
increases for certain hotel and store 
buildings, and for contents insurance on 
most dwellings. The commission, how- 
ever, deferred a decision on a proposed 


new fire insurance rating plan for farm 
and rural property, and directed its in- 
surance bureau to make a more inten- 
sive study of the matter. 

In the same order the SCC rejected 


a proposed $50 deductible provision for 
lightning damage to electrical appliances. 
This would have required the policy- 
holder to pay the first $50 for repair 
of lightning damage to each appliance. 
The rate revisions were requested by 
the Virginia Insurance Rating Bureau. 


HOWELL AND GUNN ADVANCED 

Rollins Burdick Hunter Co., interna- 
tional insurance brokers and average 
adjusters at Chicago, announced election 
of John A. Howell and W. Frazer Gunn 
as vice presidents. 





collection coin you desire. Now, when you sell the new Paramount competitively-priced Auto Policy, you can 
collect the premiums yourself and bill the renewals yourself...or AS/PN will do it for you. Either way, you 
esate the renewals. And incidentally, when you sell a policy you remit only the NET premium. Why not see 


an AS/PN man soon—and choose a plan! 
AMERICAN SURETY /PACIFIC NATIONAL FIRE INSURANCE COMPANY - ‘ 


Administrative Offices: 100 Broadway, New York 5, New York 
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ROVAL-GLOBE'S 
APARTMENT HOUSE POLICY 

PLUS BOILER & MACHINERY, 

WITH SAVINGS UP 10 20% 


Royal-Globe pioneered this new dimension 
in packaged coverage, FEATURING the 
boiler & machinery EXTRA, designed and 
introduced by Royal-Globe, tailored for 
apartment house owners and motels, and 
subject to the same competitive rate reduc- 
tions (up to 20%) as the rest of the policy. 


Call your Royal-Globe fieldman for infor- 
mation about the BIG PLUS policy, now 
available in many states. 





ROYAL@/GLOBE 


INSURANCE COMPANIES New York 38, New York 





INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - WEWARK INSURANCE COMPANY - 





ROYAL INSURANCE COMPANY, LTD. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
AMERICAN AND FOREIGN 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 





N. Y. Hearing Nov. 28 on 


Rate Law Revision Drafts 

At — held by the New York 
State Joint Legislative Committee on In- 
surance Rates and Regulation in New 
York City, the Insurance Department 
presented draft proposals for amend- 
ment of Article VIII with respect to 
(1) the definition of “aggrieved” party, 
(2) the consolidation of provisions which 
treat with fire and with casualty rate- 
making and (3) the procedures followed 
in effecting deviations from rating or- 
ganization rates. The Joint Legislative 
Committee has asked the Department to 
submit these proposals to it in definitive 
bill form before December 30. 

Copies of the three draft proposals 
and of the three accompanying explan- 
atory memoranda were available at the 
legislative committee hearings. Addition- 
al copies may be obtained by writing to 
the attention of William R. Mizelle, ex- 
ecutive assistant to the Insurance Super- 
intendent, at 123 William St., New York 

On Tuesday, November 28, at the De- 
partment’s New York hearing room, at 
10:30 a.m., those who wish to make sug- 
gestions to the Department with respect 
to its three proposals will be given an 
opportunity to be heard. Written com- 
ments or suggestions should be submitted 
in duplicate prior to November 25. These 
should be marked for the attention of 
Mr. Mizelle. 


Royal-Globe Opens New 
Detroit Office Building 


Royal-Globe Insurance Companies 
formally opened the new regional office 
building in Detroit on October 25 with an 
open house for its agents. On hand to 
greet guests were Clarke Smith, presi- 
dent; E. R. Voorhis, vice president and 
Western territorial executive and M. J. 
Rhew, vice president in charge of agency 
and marketing programs. 

The new regional office building is 
headquarters for the companies’ opera- 
tions cg me Michigan. This includes 
offices at Grand Rapids, Flint, Saginaw, 
Traverse City and L’Anse, Michigan. 
Regional Manager is Charles F. Cliggett. 
Bruce L. Ferguson is assistant regional 
manager. Frank E. Runey is production 
manager and J. A. Fortescue is claims 
manager. 


New England Rating Assn. 
Transfers Hart to Boston 


Divisional Manager John F. Hart of 
the Bridgeport Conn., office of the New 
England Fire Insurance Rating Associa- 
tion, has been promoted to manager and 
has been transferred from Bridgeport 
to Boston. Mr. Hart will serve as head 
of the research department in the Boston 
office. 

Mr. Hart started his career with the 
NEFIRA in 1946 in the schedule rating 
department, and has worked in division- 
al offices in Springfield, Mass. and Hart- 
ford, as well as the Boston office. In 






Consultants 


best. 


PRITCHARD AND BAIRD 
REINSURANCE 
and 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO” 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 
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Strain of NAIA Calls 
NBCU Rate Plan Unsound 


The recently maples experience 
and schedule rating plan of the National 
Bureau of Casualty Underwriters has 
been criticized by Dr. Robert W. Strain, 
CPCU, CLU, executive secretary of the 
National Association of Insurance 
Agents. He said the plan would legalize 
group plans of franchise grantors and 
grantees even though there is no insuyr- 
able entity in this arrangement. 

In a talk at the annual convention of 
the Connecticut Association at Hartford, 
Dr. Strain pointed out that the National 
Association is vigorously opposed to this 
“unsound” plan and has so notified jts 
state association officers. 

The Bureau plan, he noted, “has ap- 
parently slipped’ through” the rating de- 
partments of some states because “the 
belief was fostered that this was merely 
a routine change in rules, rather than a 
very fundamental departure from sound 
rating principles.” However, the added, 
many Insurance Departments have dis- 
approved the plan and others which have 
been previously unaware of the “true 
implications of the filing” are giving it 
thorough consideration. In fact, he 
pointed out, “several have already re- 
voked their approval.” 

On the problem of rate regulation Dr, 
Strain urged continued support of prior 
approval laws. 


NAIA Chairmen 


(Continued from Page 23) 


Fla.; John W. Hemphill, Painesville, 
Ohio, educational; Dave Johnson, Pensa- 
cola, Fla., fidelity and surety; and Donald 
W. Perin Jr., CPCU, Chicago, metropol- 
itan and large lines agents. 

Reappointed chairmen are: Stanley 
W. Greaves, River Edge, N. J., accident 
prevention; George J. Margraff, Phila- 
delphia, finance; Harry F. LeCrenier, 
Jr., West Palm Beach, Fla., fire safety 
and civil defense, with Joseph J. O’Toole, 
St. Lome renamed as vice chairman; 
Joseph L. B. Murray, Washington, D. C,, 
local board and membership; Julian A 
Lenke, CPCU, Cincinnati, Ohio, property, 
with W. L. Thompson, Jr., CPCU, Hart- 
ville, S. C., named vice chairman; and 
C. D. Swett, Woodland, Calif., rural 
agents, 

Chairmen of special NAIA committees 
are: Eben’ Learned, Jr., Norwich, 
Conn., advertising; Arthur F. Blum, 
Rockaway Park, N. Y., automated agency 
accounting; Morton V. V. White, Allen- 
town, Pa. Federal affairs; Louis E. 
Woodbury, Wilmington, N. C., employ- 
ment of ‘phy sically handicapped ; and 
Ralph W. Howe, Richmond, Va., nuclear 
energy risks. Mr. Howe is also the NAIA 
representative to the U. S. Chamber of 
Commerce 
1951 he was made acting ilttenia al man- 
ager of the Bridgeport office, and later 
the same year was promoted to division- 
al manager. He is a native of Taunton, 
Mass. and a graduate of Boston College. 
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Spencer President of 
Mutual Agents’ Assn. 


CONVENTION HELD IN DETROIT 





Jones First Vice President; Directors 
Named; Retiring Pres. McKiever 
Foresees Mandatory Bureaus 





Claude E. Spencer, an independent mu- 
tual insurance agent from Danville, IIL, 
was elected president of the National 
Association of Mutual Insurance Agents 


at the group’s 30th annual convention in 
Detroit. Mr. Spencer, who operates the 
Spencer Insurance Agency, Inc., has a 
Jone career in sales and insurance. Be- 
fore opening his agency in 1946, he was 
4 statistician for the Farm Credit Asso- 
ciation, a salesman for International 
Harvester, credit manager for Firestone 
Rubber and Tire Co., and sales repre- 
sentative for Hardware Mutual. 


Jones First Vice President 


C. Goodman Jones, 41-year-old mutual 
insurance agent from Bluefield, W. Va., 
was elected first vice president of the 
National Association. He will automatic- 
ally become president of the organization 
in October, 1962. Mr. Jones entered in- 
surance in 1946, becoming associated 
with the Mutual Insurance Agency in 
Bluefield, Inc., of which he is now pres- 
ident. His interest in association affairs 
led to his election as president of the 
West Virginia Association of Mutual 
Insurance Agents in 1953. 


President Says Agency System Will 
Survive Encroachments 


More restrictions, and even mandatory 
bureaus, will eventually follow unre- 
strained competition in the insurance 
business, it was predicted by George R. 
McKiever of Miami, Fla., president of 
the National Association. In his “fare- 
well address” to 1,000 independent mu- 
tual agents meeting for the annual con- 
vention, the outgoing president reflected 
on what he called, “a hectic year in the 
insurance business. 


“In my 36 years in the industry, I can- 
not recall a period of more uncertainty; 
of more diverse opinions, or more inde- 
pendent action,” he said. “For good or 
for bad, the package policy idea is ad- 
vancing by leaps and bounds. More 
companies are making independent 
filings than ever before, with a conse- 
quent weakening of the bureaus. We are 
in a rate war that could lead to disas- 
trous results for the public,” he said. 

In the wake of this upheaval, he pre- 
dicted more mergers, both among com- 
panies and among agents, especially in 
the metropolitan areas where there will 
be fewer companies represented by fewer 
agencies. He also predicted a lessening 
of the difference between mutual agency 
companies and stock agency companies, 
between agency companies and direct 
writers, 

“I believe that we shall move closer 
to their way of doing business and they 
shall move more in our direction. I am 
satisfied that there is much to be gained 
by cooperation between stock and mutual 
agents associations, providing each care- 
fully guards its own independent free- 
dom of action,” Mr. McKiever said. 


Eleven New Directors 


Election of eleven members of the 
board of directors highlighted the first 
general business session of the National 
Association meeting. Elected to three- 
year terms were the following: Wallace 
Hellard, Florence, Ala.; Thomas A 
Stang, Jacksonville, Fla.; Chris Rosen- 
berg, North Platte, Nebr.; Alden L. 
Lane, Brockton, Mass.; George Paterson, 
Jr, Freehold, N. J.; Gay Milbrandt, Pel- 
ham, N. Y.; William E. ‘Billings, Niagara 
Falls, N. Y.; W. R. Van Camp, Memphis, 
lenn.; Roy R. Allsopp, Waynesboro, 
Penn.; Ralph M. Dolson, Wilmington, 
Dela, W. E. Koehler, Cedarburg, Wis. 

W. R. “Bob” Van Camp, a Tennes- 
seean ‘by adoption, was voted “Mr. Mu- 
tual Agent of 1961” by the mutual 
agents. Mr. Van Camp, who was born 
and raised in Clarinda, Iowa, was nom- 


inated for the award by the Tennessee 
Association of Mutual Insurance Agents. 
The 43-year-old former Air Force supply 
sergeant established the Van Camp Mu- 
tual Insurance Agency in Memphis nine 
years ago. While developing one of the 
leading agencies in Memphis and the 
West Tennessee trade area, Mr. Van 
Camp has devoted long hours to church 
work, civic enterprise, and promotion of 
the American Agency System and mu- 
tual insurance on the local, state, and 
national levels which helped him win 
the national honor. 

“The finest possible service an agent 


can render his client is to assist him in 
getting an adequate amount of insurance 
coverage properly adjusted to his indi- 
vidual requirements.” So said Hampton 
H. Irwin, CLU, CPCU, Professor of In- 
surance, Wayne State University. 

Expanding on the idea, Prof. Irwin 
pointed out that it is the privilege of the 
agent to be a sort of catalyst in that he 
first surveys his client’s complete expo- 
sure situation, then recommends the 
proper coverages to meet these require- 
ments and, finally—and of utmost im- 
portance—he persuades his client to put 
them into effect promptly. 


“If the agent is hesitant for any reason 
in recommending adequate coverage, per- 
haps because he fears the premium may 
frighten the prospect and thus lose the 
sale, then the agent is not doing his full 
duty,” he said, “because inadequate 
coverage may entail disastrous losses 
which should have been protected. 

“It is easy to lose sight of the fund- 
amental purpose of the agent; namely, to 
persuade his clients to take the necessary 
action immediately. In other words, the 
function of the agent is to sell, and in 
fulfilling this obligation he at the same 
time renders his client real service.” 
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R. I. Agents Re-Elect Officers 


The 6lst annual meeting of the Rhode Goldsmith; 
Island Association of Insurance Agents ‘ Hughes. . : . 
Regional vice presidents are Bristol 


: : “ County, Alfred N. Nunes; Kent County 
> , - > . d - , 
Hotel, Providence with 350 members and Wetter 1. C ronin. Jr.; Newport County, 


guests in attendance. President Herbert Rogert P. Branam; Providence County, 

W. Rathbun Jr., submitted his annual re- Leo A. Warburton; Washington County, 

port and all of the present officers were Francis C, Lathrop. 

re-elected for 1961-1962 as follows: The principal speaker at the banquet 
President, Mr. Rathbun; vice presi- was Dave Johnson, president, Fisher- 

dents, Edward H. Quillan and James Brown, Inc., Pensacola, Fla., who empha- 


secretary-treasurer, George 


was held at the Sheraton-Biltmore 


sized the importance of the “Big I” pro- 
gram of NAIA and the necessity for local 
tie-in. 

Thomas J. Coyle, Insurance Commis- 
sioner for Rhode Island, extended the 
greetings of Governor John A. Notte, 
Jr. 

At an educational session, with Joseph 
K. Payan as chairman, the participants 
were Richard N. Wear, Providence; 
William B. Collins, Providence; A. A’ 
Longway, Providence; Herbert F. Taft, 
Providence; Walter T. Mathews, Hart- 
ford, and James Goldsmith, moderator, 
Providence. Paul O. Dow of the Na- 
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LET'S BUILD YOUR BUSINE 


The America Fore Loyalty Fieldman’s mission... 





Need help on a tough problem? Or an assist with 


a prospect? The America Fore Loyalty fieldman’s 


broad training and experience can be invaluable to you. 


A call from your America Fore Loyalty fieldman 


is a business call— business he’s 


you produce and keep. 


interested in helping 


America fore 





The Continental Insurance Company . Firemen’s Insurance Company of Newark, New Jersey = 


Fidelity-Phenix Insurance Company 
Niagara Fire Insurance Company + The Fidelity and Casualty Company of New York + National-Ben Franklin Insurance Company of Pittsburgh, Pa. 


Loyalty Group 





Milwaukee Insurance Company of Milwaukee, Wis. « Commercial insurance Company of Newark,N.J. » The Yorkshire Insurance Company of New York » Seaboard Fire & Marine Insurance Company 


80 MAIDEN LANE, NEW YORK 38, NEW YORK 





HOME OFFICES —— 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


tional Association of Insurance Agents 
and Eugene A. Toale, secretary, Rec. 
ording & Statistical Corp., New York 
City, spoke on automated agency ac- 
counting. 


President's Report 


In his annual report President Rath- 
bun revealed that the Rhode Island As- 
sociation has 331 members. There are 
eight local boards with two additional 
boards being formed in Johnston and 
East Providence, 

On deductibles Mr. Rathbun said: 

“Although many changes in the prop- 
erty insurance field continue to harass us, 
possibly the most important recent de- 
velopment is the probability of the in- 
clusion in the basic dwelling forms of a 
mandatory deductible clause for licght- 
ning damage to electrical equipment 

“We understand that this type of loss 
is quite prevalent in other parts of the 
country, particularly the South, but is 
not a serious problem in New England, 
For this reason, in spite of the wishes of 
the companies for uniformity of forms 
countrywide, your association is opposed 
to the inclusion of such a deductible and 
shall use every means at its disposal to 
prevent it being adopted in Rhode Is- 
land. 


National Advertising 

“We are pleased to report that this 
year our association reached 80% of its 
1961 basic allocation, due to the con- 
tributions of 256 of our 332 members. 
The total amount contributed was $10,- 
829. 

“Although we were disappointed that 
our association did not reach 100% of 
its allocation, we are very hopeful that 
this year we will not only reach 100% of 
our basic allocation for the 1962 program 
but will exceed it 

“To date 178 of our members have 
contributed $12,643 to the 1962 program. 
To reach our 100% or $14,988 alloca ion 
for this year, we need only $2,345.” 


Maine Fire Policy May Be 
Part of Multiple Form 


Insurance Commissioner George F. 
Mahoney of Maine states that multiple 
line policies su'ymitted for the Depart- 
ment’s approval must comply with the 
following opinion rendered by the office 
of the Maine Attorney General: 

“The question is whether the Maine 
standard fire insurance policy may be 
included as part of a multiple line in- 
surance policy. On November 6, 1956, 
this office issued an opinion that the 
standard policy was a basic policy and 
that it could not be incorporated .nto 
a multiple line policy by slip or rider. 

“The question now before us is sub- 
stantially different. It asks whether the 
standard policy may be made physically 
a part of a broader policy containing 
other coverages. We think it may, pro- 
viding the entire standard policy is 
printed in the sequence set forth in the 
statute (R. S. 1954, Ch. 60, Section 105, as 
amended). 

“The fact that the first page of the 
standard policy happens to be one of a 
different number in the broader policy 
is of no consequence.” 


Royal-Globe Guards Meet 


Royal-Globe Guards, the organization 
of Royal-Globe Insurance Companies 
employes who have served the companies 
for 25 years or more, held its annual 
dinner and dance on October 27 in the 
grand ballroom of the Hotel Statler 
Hilton in New York. Over 500 of the 
1,065 active and retired members of the 
organization attended. 

In the midwest, the same day, the 
companies held a luncheon for Royal 
Guard members. West Coast Guards 
were feted at . dinner at the Mark 
aa Hotel, San Francisco, October 
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Sell Smarter Swiftly Says Strain 


“Sell smarter swiftly” is the three- 
word condensation of a talk before the 
down state regional meeting of the New 
York State Association of Insurance 
Agents at Garden City offered by Dr. 
Robert W. Strain, CPCU, CLU, executive 
secretary of the National Association of 
Insurance Agents. How the independent 
insurance agent can better his position in 
today’s dynamic market, and the obvious 
need for improved agency-company re- 





DR. ROBERT W. STRAIN, CPCU, CLU 


lations were subjects discussed by the 
administrative head of the NAIA, 

A call for a joint agent-company com- 
petitive effort was issued by Dr. Strain, 
one which he optimistically foresaw 
based on reciprocal good faith, the re- 
sults of which would yield better in- 
surance service for the public. He 
cautioned that the full impact of direct 
writer competition has not yet been felt 
by many agents. The competitive apathy 
that exists in certain quarters, he said, 
is based on a false sense of security since 
the best insurance minds in our country 
feel that the competition will get greater 
before it gets less. 


“The American Agency System may 
have slept in years past,” he said, “but 
it is arising today and moving forward 
in an ever vigorous way competitively.” 
Independent agents were urged to tie- 
in locally with the National Associa- 
tion’s Big “I” advertising campaign which 
is becoming more successful and ‘effective 
each year. The smaller volume agent 
more than ever needs his membership in 
his local association, he added, and today 
can least afford to lose part of his busi- 
ness to the competition. 

Emphazising the importance of in- 
dividual agents providing more service 
for his clients, Dr. Strain noted that 
“individuals and companies within a 
particular system of marketing have 
disappeared because they could not, or 
would not, adapt themselves to the chang- 
ing times.” Companies and larger agen- 
cies have conducted research surveys and 


the industry must, he said, take cogni- 
zance of the results. The NAIA head- 
quarters will also become more active 
in this research area, he added. 

He advised independent agents to “put 
yourselves in your client’s shoes” and 
to mold agency operations more closely 
to the wants and needs of the client. 
Research results already reveal, he said, 
that the future will see (1) an increase 
in the use of credit facilities, (2) an in- 
crease in suburban areas of living, and 
(3) an increase in the middle income 
group of our society. 

In another vein, he advised independent 
agents to “clear our language with the 
public,” since ‘ ‘sometimes we are accused 
of using complicated language in ex- 
plaining policies and benefits . . .” This 
is particularly true at the time of. a loss, 
he said, when the client depends on the 
agent to “unravel” the small print for 
him. This is the ideal time, he empha- 
sized, to follow through on NAIA’s na- 
tional advertising campaign slogan, “Your 
Independent Insurance Agent Serves You 
First.” 

To those agents who find it difficult to 
get out of the office for the necessary 
active solicitation, he advised that they 
consider merging with another agency 
as a practical solution, with each agent 
rotating outside and inside the office. 


Simon Named Chairman 
Of Producers Conference 


At a meeting of the National Insurance 
Producers Conference held in New York 
City Edwin Simon, president of 
Critchell-Miller Insurance Agency, Chi- 
cago, and vice president of the National 
Association of Casualty & Surety Agents, 
was named chairman for the ensuing 
year. Bruce T. Wallace, executive sec- 
retary of the National Association of 
Surety Bond Producers, was elected sec- 
retary of the conference. Plans were 
made to confer with various insurer or- 
ganizations to explore possible solutions 
to current problems. 


Howard Joins Grossmayer 


General Agency in Oregon 
Robert L. Howard has joined the well 
known West Coast general agency of 
Phil Grossmayer Co. in Portland as a 
member of the field staff. Mr. Howard 
is a veteran of World War II, a graduate 
of Santa Rosa College at Santa Rosa, 
Calif., and also a graduate of the Univer- 
sity of Oregon. He started in insurance 
with the Aetna Insurance Co. in San 
Francisco in 1952 in the survey depart- 
ment. Later he was with the Fireman’s 
Fund in Portland for two years as a fire 
underwriter, returning to the Aetna as 
special agent in 1955. 

Mr. Howard became superintendent of 
agencies for the ‘Aetna, heading the pro- 
duction in part of Oregon. He has been 
active in the Portland Insurance Blanket 
Club since 1953. 


Springfield-Monarch 
Agents Conference Held 


The first in a current series of agents’ 
conference committee meetings being 
held by Springfield-Monarch Insurance 
Companies took place in Rockton, Ill. In 
attendance by invitation were 20 Spring- 
field-Monarch agents from the territory 
supervised by the companies’ Midwest- 
ern regional office at Freeport, III. 

President Frank S. Vanderbrouk rep- 





Byrne Agency Completes 75 Years 


The widely known and successful Jos. 
M. Byrne Co. agency of Newark, N. J., 
is now marking its 75th anniversary. 
The present head of the agency is a third 
generation member of the Byrne family. 

This agency was founded in 1886 by 
Joseph M. Byrne Sr., a graduate of 
Notre Dame University, Class of 1879, 
whose first job was in the bookkeeping 
department at the Prudential Insurance 
Co. He sold industrial insurance on his 
own each evening. 

Mr. Byrne was celebrating his 25th 
birthday when he rented desk space 
in the basement of a building on Broad 
St., Newark to start the agency. He sold 
fire and casualty insurance in addition 
to acting as a broker in sale of life in- 
surance. Four years after the business 
was started it also became a travel agen- 
cy, a feature still retained. 

The elder Mr. Byrne, who was prin- 
cipal organizer of the Federal Trust Co. 
(now merged with the National State 
Bank), was prominent in Newark and 
state affairs for many years. He was an 
assemblyman and a member of the old 
Board of Works and Board of Water 
Commissioners. 

His son, Joseph M. Byrne Jr., also 
went to Notre Dame, where he was a 
classmate and.close friend of the late 
Knute Rockne, noted coach. The younger 
Byrne, however, had to leave in 1913 
after only two years of college. Illness of 
his father called him back to Newark to 
join the business. 

Mr. Byrne Jr., became president of the 
firm upon his father’s death in 1924. He 
is now chairman of the board and chief 
executive officer. 


Following the example of his father, 
Mr. Byrne long has been active in pub- 
lic affairs. He was a commissioner of 
the Port of New York Authority for 19 
years, from 1934 to 1953. He was twice 
elected to the Newark City Commission, 
serving from 1937 to 1945. 

Mr. Byrne is now a member of the 
board of lay trustees of Notre Dame. He 
is a trustee of the Newark College of 
Engineering, the Essex Troop and Our 
Lady of Good Counsel Church and a 
manager of the United States Savings 
Bank. His directorships include the 
American Equitable Assurance, the New 
York Fire Insurance Co., Newark Dis- 
trict Telegraph Co. and New Jersey Fire 
Alarm Co. 

The presidency of the agency was as- 
sumed in 1957 by Mr. Byrne’s_ son, 
Joseph M. Byrne III. He was graduated 
from Notre Dame in 1947 after his col- 
lege career had been interrupted by 
service with the air wing of the Marine 
CorpSduring World War II. He is 39. 

The agency, with 55 employes and a 
branch in Jersey City, now represents 
31 fire and casualty companies in addi- 
tion to its service of placing life insur- 
ance. 


HOLLIS CHAMPLAIN DIES 

Hollis De Witt Champlain, an insur- 
ance agent in northern Virginia for more 
than 20 years, died October 23. He was 
55. A native of Newport, R. I, Mr. 
Champlain went to Vienna, Va., at an 
early age. He became an independent 
insurance agent, operating the Cham- 
plain Insurance Agency until the end of 
1960 when he retired. 





resented the home office of the com- 
panies in Springfield, Mass., together 
with Vice Presidents Raymond C. Swan- 
son and Wilfred G. Howland and Sales 
Manager Richard W. Emerson. Officials 
attending from the Midwestern regional 
office in Freeport were Vice President 
Charles M. Fish, Assistant Vice Presi- 
dent Robert A. Foltz, Secretaries Dudley 
G. Hunt, Jr., and Charles W. Richards 
and Regional Sales Manager Robert 
Dahm. 


SOBELSOHN SCHOOL BRANCH 

William Sobelsohn, executive director 
of the Sobelsohn School, 165 West 46th 
Street, New York City, announces that 
the Nassau County branch of the Sobel- 
sohn School is scheduled to open on 
January 2 in Hempstead. 
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Export Credit Insurance To Be 
Written by Assn. of 20 Companies 


the finane’ng of export transactions by 
commercial banks in lieu of financial par- 


Furiher progress has been made in the 
program to offer short and medium-term 
credit to United States exporters through 
the new Export-Import Bank plan. An- 
nouncement that insurance companies 
were studying a plan for writing export 
credit risks was made in these columns 
two weeks ago, based upon addresses 
made at the White Sulphur joint con- 
vention of casualty and fire company 
executives and leading insurance agents 

The export credit facilities will 
strengthen U. S. assistance to exporters 
in the short and medium-term fields and 
will place exporters on a better basis 
with foreign competitors on credit ex- 
tension. Export credit insurance will be 
handled through a new foreign credit 
insurance association formed by 20 Amer- 
ican insurance carriers. This association 
is expected to be ready before the end 
of the year. 

Five companies have been selected to 
furnish representatives to act as a board 
of governors for the first year of opera- 
tion of the association. The five com- 
panies are the Continental Casualty of 
Chicago, Fireman’s Fund of San Fran- 
cisco, ns Company of North 
America at Philadelphia, Liberty Mutual 
of Boston and Great Northern of Minne- 
apolis 


Law Signed in September 


An executive of the Export-Import 
Bank states that “underwriting of asso- 
ciation policies by Eximbank legislation 
in authorization was passed by Congress 
on September 14 in the form of a bill 
signed by President Kennedy on Septem- 
ber 26, to assist U. S. commercial banks 
and other private financial institutions 
in providing more direct financing for 
American medium-term export transac- 
ions. Eximbank has revised its exporter 
=a t and guarantee services. Under this 
program, banks now may obtain guaran- 
tees from the Export-Import Bank 
against loss 3 connection with exporter 
financing, and through use of these guar- 
antees other financial institutions will be 
encouraged to finance export ‘paper’ 
by purchasing it from commercial banks 
on a non-recourse basis.” 

Essentially, Eximbank will offer a poli- 
tical risk guarantee on that part of each 
medium-term transaction in which a com- 
mercial bank assumes the credit risk, and 
Eximbank offers a guarantee for both 
political and credit risks on the balance 
of a commercial bank’s participation. By 
these means it is sought to encourage 


ticipation in the transaction by Exim- 
bank. 

This second program is complementary 
to the first. Both are steps to assure that 
no sale of a U. S. export will be lost due 
to the lack of credit or guarantee facili- 
ties where extension of credit or guar 
antees is appropriate. It is thought that 
American exporters will be more dis- 
posed to extend credit to their customers 
if they hold an export credit insurance 
policy. Also it is thought that commer- 
cial banks will be able to provide ex- 
porters with more financing than they 
could where accounts are not insured. 

A further revision, which also applies 
to the forthcoming export credit insur- 
ance policies, to assistance to commercial 
banks, and to exporter credit financing 
provided directly to exporters by Exim- 
bank, is the reduction of cash payments 
by the foreign buyer. Previously, in 
medium term transactions, a 20% cash pay- 
ment to the exporters has been re- 
quired, based upon invoice values. The 
foreign buyer now is required to pay not 
less than 10% of the invoice value 

The insurance will be written by the 
Foreign Credit Insurance Association, a 
new unincorporated group of private in 
surance companies. This group will as- 
sume half the commercial risk, leaving 
the other half to the Export-Import 
Bank, which also will underwrite the 
political risk, 


New York Mariners Meet 


Skipper John Nevin was host at the 
New York Mariners Club's field day at 
Bethpage State Park, Farmingdale, 
N. Y. Over 50 golfers competed for 
prizes, with Al Roccisano of the Ameri- 
can Home Agency winning the Skip- 
per’s Trophy for low gross and Bill 
Gannon of the Aetna Insurance Co. 
taking the Babaco Trophy for low net. 
Guest low gross went to Bob Matthews 
of Silas Franz & Co. After the tradi- 
tional soft ball game some 100 Mariners 
and their guests enjoyed dinner. 

At the first business meeting on Octo- 
ber 18, at Whytes Restaurant, William 
H. Rodda, secretary of the Transporta- 
tion Insurance Rating Bureau, discus- 
sed installation floaters, contractors 
equipment floaters and their relation to 
builders risk insurance. 
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St. so a New Home Office Addition Ope 
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The St. Paul Insurance Companies’ home office building addition. The modern 
structure combines opalescent pearl-gray granite columns with blue porcelain 
wall panels. The St. Paul now covers two-thirds of the block. The remainder, owned 
by the company, is available for future expansion. 


Over 15,000 men, women and children 
from the Twin City area helped The St. 
Paul Insurance Companies celebrate 
opening of their new home office in St. 
Paul, Minn. The two-day open house 
climaxed four years of planning and con- 
struction work. E mployes and_ their 
friends and families toured the $6,000,000 
building the first night and business and 
professional people were invited the 
second night. 

Special guests of A. B. Jackson, presi- 


dent, during the open house were Min- 
nesota’s Gov. Elmer Anderson and 
George Vavoulis, mayor of St. Paul. 

The building at 385 Washington street 
now occupies two-thirds of a city block. 
Spread out flat, the floor space of its 
seven stories would cover 9% acres. The 
rest of the block, owned by the insur- 
ance companies, is available for future 
construction; and a master plan for such 
additions exists. The 108-year-old parent 
firm, St. Paul Fire and Marine, has built 
five times before in its history. 








Auto Insurance Rates 
Revised in Missouri 


Revised automobile insurance rates for 
Missouri are announced by the National 
Bureau of Casualty Underwriters and the 
National Automobile Underwriters Asso- 
ciation on behalf of their afhliated com- 
panies. The new rates were effective 
November 1. 

The National Bureau announced read- 
justments, mostly increases, in basic 
premiums for private passenger auto- 
mobile liability insurance according to the 
loss experience of the individual rating 
territories within the state. 

For bodily injury liability coverage of 
$5,000 per person and $10,000 per accident 
and for property damage liability cover- 
age of $5,000 per accident, the premium 
readjustments will result in an average 
statewide increase of 10% for private pas- 
senger cars. 

The NAVA announced revised pre- 
miums for automobile physical damage 
insurance. On the whole the changes 
result in an average statewide increase 


of 18%. 


For private passenger cars, premiums 
are increased an average of 3.5% for $50 
deductible collision coverage and an aver- 
age of 9% for $100 deductible collision 
coverage. Premium changes for com- 
oe coverage ‘for private a 

-ars result in a reduction averaging 1%. 


Buys Surplus Lines Co. 


From Murchisons in Tex. 


Travis M. Richardson, vice president 
of All Risks General Agency, has an- 
nounced purchase of Surplus Insurance 
Underwriters of Dallas from Kenneth 
Murchison, Sr., and Kenneth Murchison, 
Jr., both of Dallas. Surplus Underwrit- 
ers will operate as a companion com- 
pany of All Risks. Troy E. Jolley will 
remain as manager for excess lines and 
Mary Whitaker will be in charge of 
Lloyds coverage. 


° ° ° ° 
Fire Fighting on Ships 

The New York Chapter, Society of 
Fire Protection Engineers, held its first 
meeting of the 1961-1962 season October 
24. in New York ‘City. Hyman Lacks, fire 
prevention engineer and head of the fire 
extinguishment section of the material 
laboratory at the New York Naval Ship- 
yard, spoke on “Missile Fire Fighting 
Studies.” He discussed fire fighting 
aboard ships prior to and with the in- 
troduction of liquid propellants and types 
of fuels and oxidizers. 

He also gave a description of test 
facilities and equipment, personnel pro- 
tection equipment, test methods, and 
concluded by describing typical test re- 
sults, 


Jackson, Executive V. P. 
Of Service Cos., Dies 


John J. Jackson, executive vice _presi- 
dent and a director of Service Fire of 
New York and Service Casualty of New 
York, died unexpectedly on October 15 
at his home, Smoke Rise, N. J. His age 
was 49. 

Mr. Jackson spent his entire business 
career in insurance. After attending 
Fordham University, he entered the 
employ of the Standard Accident in 1931 
and worked with that organization until 
1952. He served in underwriting and 
managerial positions and was office man- 
ager of the New York office of the com- 
pany when he resigned to join the Serv- 
ice Insurance Companies as assistant 
underwriting manager. 

He was elected an assistant vice presi- 
dent of the Service Companies, subsi- 
diaries of C.I.T. Financial Corporation, 
in 1953 and a vice president in charge of 
underwriting in He was subse- 
quently vice president in charge of opera 
tions and became executive vice presi- 
dent in 1958. He was active with various 
insurance industry committees and or- 
ganizations, Mr. Jackson is survived by 
his wife, Edna, and a son, John J. Jr. 
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Emerging from ‘Dog House’ 





Shelby Davis Sees U.S. Fire-Casualty 
Cos. Basking in Sunlight of Success 


Shelby Cullom Davis, well known New 
York insurance investment authority who 
heads his own firm, featured in a 
paper prepared for the eighth annual 
Hemispheric Insurance Conference last 
week in Lima, Peru, that “within the 
past few years the financial officers of 
the U. S. fire and casualty companies 
have been emerging from the ‘dog house’ 
and are basking in the sunlight of suc- 
cess. 

“Where there used to be assistant sec- 
retaries or secretaries,’ Mr. Davis 
pointed out, “they are now vice presi- 
dents, executive vice presidents and pres- 
idents. Among 68 top U.S. fire and cas- 
ualty companies there are now four 
presidents whose background is invest- 
ment rather than insurance. 

“Whence comes this change? U. S. in- 
surance companies are again being re- 
garded as financial and not just insurance 
institutions—because finance has been 
good during the past decade. Interest 
rates have risen which has pleased bond- 
holders. The stock market has risen 
mightily, also pleasing to stockholders. 
One has to go back to the 1920’s for a 
similar situation, 

Faces a Different World 

“The investment officer today of a 
U. S. fire and casualty company faces a 
different world than | his counterpart a 
generation or so ago,” Mir. Davis empha- 
sized. “Our Federal budget has become 
inflated with the cost of one war, the 
emergence of the welfare state, and the 
maintenance of a vast military establish- 
ment. The corporate tax rate is now 
52%. Tax exempts have become more at- 
tractive than Government bonds. The 
biggest change, however, is in the atti- 
tude toward common stocks. Came 
World War II and the inflation which 
inevitably accompanies wars. Govern- 
ment bonds were picked to yield only 
24%.%. Bonds were oone investments dur- 
ing those times. Gradually more and 
more common stocks were bought. Their 
purchase has proved the salvation of 
many companies because surpluses have 
risen during rising markets even during 
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the heavy underw riting losses of the past 
few years.’ 

The speaker explained that “it is the 
interplay of insurance and investment 
exposure that determines the invest- 
ment policy of U. S. fire and casualty in- 
surance companies. This is the hardest 
single fact for those in Wall Street—not 
in the insurance 
When is insurance “exposure high ? 
Among 68 leading insurance companies in 
America there is a range of no less than 
nine times in what management regards 
as proper premium volume to write in 
relation to capital and surplus. For ex- 
ample, Fidelity & Deposit of Baltimore 
had a capital and surplus at the end of 
1960 which was 270% of its earned pre- 
miums. On the other hand Liberty Mu- 
tual of Boston had a capital and surplus 
only 31% of earned premiums. Both 
companies have been successful over the 
years. 





More Investment Exposure in Common 
Stocks 


“The least exposed companies insur- 
ance-wise should theoretically be able 
to undertake more investment exposure 
in common stocks. And that is actually 
the case. Continental Insurance, Phoe- 
nix, Insurance Co. of North America and 
Great American all have approximately 
the same financial strength, very strong 
companies with capital and surplus ap- 
proximately 150% of earned premiums. 
All of these companies have in turn a 
capital and surplus which is approximate- 
na 100% of common stock holdings, or in 
other words 100% invested in common 
stocks.” 


Some Don’ts to Keep in Mind 


Mr. Davis then gave some dont’s of 
fire and on ilty investment managers in 
the U. S., things which they do not do 
They follow. Do not: 

“Try to catch trading swings. As an 
almost universal rule they do not trade, 
they are long term investors. 

2. “Invest in speculative securities. 
Only the ‘blue chips’ or ‘tried and true’ 
are considered suitable for insurance 
company investment. 

3. “Try to control the companies in 
which they invest. Actually most states 
limit the amount of investment in a single 
company, frequently to 5% or less of 
the company’s common stock. 

4. “Invest in corporate bonds. 

(Continued on Page 40) 


Even 





THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 


ARE BUILDING 
FOR 
THEMSELVES 


EXCELSIOR 


V YORK 





DUTCH SURETY MAN VISITS USS. 

Losecaat Vermeer, General Manager for 

National Guarantee of Amsterdam, Calls 
On Surety Assn. of America 


Among European insurance executives 
recently visiting the United States was 
F. H. C. Losecaat Vermeer, general man- 
ager of N. V. Nationale Borg- Maatschap- 
pij (National Guarantee-Co. Ltd.) of 
Amsterdam, Holland, who called at a 
number of insurance offices in New 
York last week, including the Surety As- 
sociation of America. 

Following ‘his visit to New York, Mr. 
Losecaat Vermeer proceeded to Mexico 
and Venezuela on business, after which 
he will visit his married daughter in St. 
Lucia in the Windward Islands of the 
Lesser Antilles, and proceed thence to 
Paramaribo, Surinam, where his com- 
pany is represented by a large agency, 
prior to returning to Amsterdam. Mr. 
Losecaat Vermeer is no stranger to the 
United States, his earlier visit occurring 
in October 1956. 

N. V. Nationale Borg-Maatschappij 
was organized in 1893. It is the only 
Dutch company which can be compared 
with a surety company in the United 
States, and it specializes exclusively in 
fidelity and surety bond business. 

Surety bonds and financial guarantees, 
such as contract bonds, advance pay- 
ment bonds, and customs and excise 
bonds, Mr. Losecaat Vermeer said, are 
closely related in their experience to 
economic conditions in Holland and else- 
where. In adverse economic circum- 
stances, therefore, careful underwriting 
and close supervision are required, just 
as in the United States. 

Another point of similarity between the 
United States and Holland, for instance, 
is that fidelity bond business in Holland 
during the years immediately following 
World War II showed a tendency to 
larger and more frequent claims. Ex- 
perience in this line of business, how- 
ever, appears to have improved. 


Wellman Heads New Seattle 
Agency for Aetna Casualty 


James K. Wellman has been appointed 
general manager of a new Seattle office 
of Aetna Casualty & Surety which opened 
November 1. Approximately 85 people 
will be employed in the new office. 

Mr. Wellman goes to Seattle from 
Oregon where he has been in charge of 
the company’s Portland office for the past 
three years. A graduate of Northwestern 
University, Mr. Wellman joined Aetna 
Casualty in 1946 at Chicago. He went to 
Portland in 1950 as a field representative 
and subsequently was advanced to super- 
intendent of the agency department and 
assistant manager before becoming head 
of the office. 


Place $5,700,000 Bond 


F. W. Berens Insurance Service of 
Washington, C., last week placed a 
$5,700,000 bond for the Community Build- 
ers, Inc. Howard de Franceaux, Berens 
executive vice president, made the an- 
nourtement. The bond was placed for 
the Capehart Military housing project 
which Community will build at Ft. 
Meade, Md., said Mr. de Franceaux. The 
project will comprise 400 units and is 
planned for completion in 18 months. 
Berens Insurance Service is a com- 
ponent of The Berens Companies. 


Georgia Telco Purchased 

Georgia Telco Insurance Co. of Atlanta 
has been purchased by Telephone Em- 
ployes Insurance Co. of Baltimore. Both 
companies write automobile casualty for 
telephone company employes. 


St Happened Last “Week: 





Idaho Rate Bureau Asks 


Hearing on Homeowners 
Rejected by Department 


The Idaho Surveying and Rating Bu- 
reau has requested the State Insurance 
Department for a public hearing on its 
proposal, tentatively rejected by the De- 
partment, to introduce a new homeown- 
ers insurance policy which would reduce 
the annual premium by about 24%. 

The request was made by Attorney 
Maurice H. Greene, counsel for the rat- 
ing bureau, in a letter mailed from Boise 
to Insurance Commissioner Lee O’Con- 
nell. 


The original filing of the new policy, 
already in use in 41 out of 52 states and 
territories, was made June 13. At the 
request of the Department, additional in- 
formation was provided by the rating 
bureau in August. As of October 23, the 
bureau said the Department had verbally 
reported that the proposal was tempor- 
arily disapproved. 

L. S. Flitner, manager of the rating 
bureau which represents most of the in- 
surance companies selling homeowners 
policies in Idaho, said that six non-bu- 
reau companies were already marketing 
an almost identical policy in Idaho at 
reduced rates, and that many other com- 
panies were selling similar policies at 
lower than bureau rates. 

Mr. Flitner said that the latest actual 
Idaho loss experience on the present 
homeowners policy justified a reduction 
in rate level of about 22%. 

“Allowing about 2% further reduction 
because of minor restrictions in coverage 
under the new homeowners policy,” Mr. 
Flitner said, “we feel that the insurance 
buyers who purchase homeowners pol- 
icies from bureau-member companies are 
entitled to a 24% reduction in their an- 
nual premium, as the experience now in- 
dicates.” 


May Write Both Standard, 
Substandard Auto Ins. in Ia. 


Iowa Insurance Commissioner William 
E. Timmons has announced that in the 
Me the Iowa Department will permit 
auto casualty companies to write both 
standard and substandard auto risks. 

In the past the lowa Department has 
refused to approve both type of writings 
by a single insurer. This policy had been 
followed because of the probable area 
of discrimination. 

Commissioner Timmons in announcing 
the change in policy, pointed out there 
has been a marked change in the indus- 
try thinking as evidenced by the filing of 
a number of variable rating plans which 
conceivably allow for the substandard 
driver. He added that with these many 
plans now in effect “it is felt that dis- 
tinguishing between the clean risk and 
the substandard is no longer a pre- 
requisite.” 

The Commissioner said the Depart- 
ment will examine, on its merits, any 
proposed filing that may propose to be 
all inclusive regarding the automobile 
class and history of the insured for ap- 
propriate rating. 


LITTLETON OF F. & D. RETIRES 
Oliver W. Littleton, an assistant sec- 
retary for Fidelity & Deposit Co. of 
Maryland and manager and attorney of 
the company’s claim department, retired 
November 1. Mr. Littleton, who first 
joined F. & D. in 1914, is a member of 
the American, Maryland and Baltimore 
bar associations, the International As- 
sociation of Insurance Counsel and the 
Casualty and Surety Club of Baltimore. 
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Public Hearings Now 
A Rate-making Factor 


A CHICAGO ATTORNEY WARNS 





R. H. Matthias Sees Political Popularity 
And Public Misunderstanding Causing 
Trend Away from Statistical Basis 





Political popularity and public misun- 
derstanding is a growing influence in 
rate-making legislation, a Chicago at- 
torney warned the annual meeting of the 
National Independent Statistical Service, 


held at the LaSalle Hotel in Chicago. 
Urging his audience to awareness of 
these alleged dangers, Russell H. Mat- 
thias, partner in the law firm of Meyers 
& Matthias, cautioned that: 

There is a trend by legislators to- 
ward establishing rates by public hear- 
ing, rather than by statistical need. 

2. Insurance companies have failed to 
develop public awareness of self interest 
in the “facts of life” of insurance. 

3. State legislatures are endangering 
sound insurance by measures such as 
restricted right of cancellation and com- 
pulsory insurance laws. 


4. Claim settlement practices of insur- 
ance companies have contributed to a 
disgraceful backlog of claim cases in 
courts throughout the United States. 

Mr. Matthias called attention to laws 
that have been enacted by several states 
to give the Insurance Commissioner 
authority to call public hearings on rate 
filings before they become effective. 
Public Hearings Provision, “Most Acute” 

This provision, he said, is most acute 
in the automobile liability insurance field, 
but the authority to hold public hearings 
extends into other areas of casualty in- 
surance. 
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Mr. Matthias attributed this trend 
away from rate-making on the basis of 
statistical need to a lack of understan: ling 
on the part of the public and legislaiors, 

“The public apparently has no co: -ept 
of the nature of insurance and the fact 
that for every dollar of loss there i:nust 
be a corresponding premium dollar— 
plus an additional amount for overliead 
and expenses—collected from the policy- 
holder,” he declared. 


Industry in Precarious Position 


The decision of the Colorado eli 
Court has put the insurance industry 
that state in a precarious position ‘ith 
respect to compulsory insurance, Mr, 
Matthias said, adding: “If, as the state 
supreme court holds, the security-a/ter- 
accident provision of the financial respon- 
sibility law is invalid, the obvious alter- 
native is compulsory automobile insur- 
ance.” 

Mr. Matthias pointed out that the issue 
is alive in legislatures across the country, 
with compulsory bills introduced in 22 
states. He continued 

“This problem is accentuated by the 
huge backlog of negligence cases in our 
courts. Within the last month the court 
administrator for the circuit and superior 
courts of Cook County (Ill.) announced 
that the current backlog in those courts 
is in excess of 69,000 cases and is steadily 
increasing. This is the worst backlog of 
negligence cases in any court system in 
the United States, but similar backlogs 
exist in all metropolitan areas.” 

Mr. Matthias advised insurance com- 
pany management to pay careful atten- 
tion to the claim practices of their par- 
ticular companies. Claims _ settlement 
practices and policies, he said, should be 
re-examined after consultation with the 
company’s defense counsel and an effort 
made to adopt policies which will remove 
some of the unrealistic and arbitrary 
practices that now exist, and warned: 

“Unless the companies, the legal pro- 
fession, and other interested groups find 
a solution to this court congestion prob- 
lem, a solution will be found for them 
by the public through the legislatures. 

“The solution would be in the form of 
a compensation system for traffic accident 
victims regardless of fault, even to the 
point of the states taking over the auto- 
mobile liability insurance field.” 

Mr. Matthias believes it is the duty of 
the insurance company and its trade as- 
sociations to bring about a proper balance 
of regulation in the industry consistent 
with the tenets of the Anti-Trust laws. 


OUT-OF-COURT SETTLEMENT 





California League of Ins. Producers and 
Fireman’s Fund Settle Lawsuit Over 
Auto Ins. Commissions 
The California League of Independent 
Insurance Producers and Fireman’s Fund 
have jointly announced the successful 
out-of-court settlement of the anti-trust 
lawsuit over automobile insurance com- 
missions. Documents involving the set- 
tlement terms were filed with the Federal 

Court in San Francisco, October 20. 

Commenting on the announcement, 
President James F. Crafts of Fireman’s 
Fund said: “The settlement was made 
possible by a fine spirit of understanding 
and cooperation on both sides and carried 
with it the expectation that we would 
now join hands and dedicate our efforts 
to the preservation and progress of our 
alliance as partners in the American 
Agency System.” 

Jack C. Schroeder, league president said : 
“It is our sincere belief that our companies 
and their producers have reaffirmed the 
principles of the American Agency 
System at a time when such reaffirma- 
tion was of extreme importance to the 
industry. Our past successes were based 
upon a complete understanding of each 
others problems. The settlement of this 


suit leaves the way clear for all of us to 
concentrate our efforts toward proving 
our ability to provide the buying public 
with a superior product backed by the 
finest agency service in the country.” 
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Nuclear Energy Report 





Cites ‘Pungent Reasons’ for Periodic 


Inspection by Private Ins. Carriers 


Reportirig-on nuclear energy committee 
activities for the past year, E. B. Berke- 
ley, president of the Cleveland Insurance 
Agency, Inc. of Cleveland, told the Na- 
tional Association of Casualty & Surety 
Agents’ recent White Sulphur Springs con- 
vention, that “perhaps the most significant 
development has been the accident which 
occurred at the Atomic Energy Com- 
mission facility at Idaho Falls, January 
3, 1961.” 

Mr. Berkeley, who is committee chair- 
man, revealed that the contractor who 
operated this reactor testing station “is 
criticized for allowing substandard con- 
ditions to arise.” He hastened to add 
however that “the complexity of the 
situation engendered by the ineffective- 
ness of the organizational setup is also 
stressed as an important contributing 
factor.” Said Mr. Berkeley: 


Safeguards Were Omitted 


“It seems to be indicated that Board 
of Investigation found that the following 
safeguards were either omitted or sup- 
plied under circumstances that amounted 
to a division of authority: 

“1, Regular technical audit of routine opera- 
tions by persons independent of staff. 

“2, Lack of a specific procedural setup de- 
signed to meet possible hazards. 

“3, Lack of sufficient trained supervision of 
manipulation and control of rods inserted. 

“4. Deficiency in nuclear instrumentation to 
show increasing re-activity and abnormal ad- 
justment. 


“This report could be exceedingly 
damaging to the contractor involved with 
respect to his legal responsibility,” Mr. 
Berkeley added. He continued: 

“The situation is indicative of the ad- 
verse attitude which has been taken by 
private managements in regard to parti- 
cipation upon these projects which the 
Government requires through the Atomic 
Energy Commission’s activities. Three 
men were killed and while undoubtedly 
compensated by employer’s workmen’s 
compensation insurance, nevertheless the 
maximum weekly benefit for the widow 
and children cannot exceed $30 per week 
under the applicable schedule of benefit 
for 400 weeks or $12,000. 

“The State of Idaho contains more ex- 
perimental nuclear reactors than any 
other state, and the town of Arco, near 
Idaho Falls, was the first to be lighted 
by power from atomic energy. 


“The report points out that the damage 

to the building housing the reactor was 
slight and that while there was extensive 
damage to the reactor itself, nevertheless 
while there was escape of some gaseous 
fission products, yet there was limited 
if any contamination to contend with out- 
side of the plant itself. 
_ “The maintenance of reactor operation 
in a safe manner therefore stresses the 
vital importance of frequent inspection 
and analysis by qualified persons inde- 
pendent of the operating staff trained in 
nuclear safety precautions. The com- 
plexity of the chain of command tends 
to explain the inefficiency or ineffective- 
ness of the operational organization, but 
certainly the incident should not have 
een permitted to occur. 

“This type of incident goes far in 
presenting pungent reasons for periodic 
Inspection service by private insurance 
carriers’ own trained safety engineers 
specially qualified and trained in setting 
up the proper organizational controls so 
that the reactor can be rendered sub- 
critical when an incident threatens to 
make continued operation unwise and 
dangerous. A committee of the American 


Bar has presented a suggested Uniform 
Radiation Liability Act, at the Washing- 
ton, D. C. August 1960 meeting. 

“The committee sets forth a comparison 
of probabilities of a ‘catastrophic accident, 
and those of a somewhat more routine 
possibility. 

Favorable 


“1. In no reactor will a single piece of equip- 
ment or component lead to a fission-product re- 
leasing accident. 2. Most reactors are inherently 
stable. 3. Fission product inventories are either 
removed or are in such form that a release of 
substantial quantities is highly improbable. 4. 
Each reactor is provided with a primary con- 
tainment vessel. 5. Each reactor constructed 
in populated areas is provided with a “vapor 
shell” to contain fission products if an accident 
occurs. 6. Most of the fission products are 
solids, so that there is little likelihood of wide 
dispersion in the event of an accident, and 7. 
Should the containment vessel be breached, the 
most unfavorable meteorological condition would 
have to exist to create major 
hazards. 


environment 





Berkeley on Fallout Danger: 
“In The Twinkling of an Eye” 


Commenting in his report on Civil 
Defense, Mr. Berkeley said: “The re- 
sumption of nuclear testing has brought 
home the urgent need for greater speed 
in preparation for Civilian Defense. Ac- 
tually fallout exposure has not reached 
dangerous proportions as yet, but there 
is no denying the fact that it could do 
so in the twinkling of an eye and that 
it is accumulative in ‘effect. Shelter in- 
formation should, of course, be made 
available but even the strictly insurance 
quadrant of the whole problem awaits 
positive action to a large degree. 





Unfavorable 


“1, Most power reactors will operate with 
high pressures which are susceptible of failure. 
2. The cumulative effect of radiation is largely 
unknown. 3, Various metals in reactors such 
as uranium, aluminum and sodium, may react 
explosively. 4. After continued use components 
of reactors are not accessible for inspection, and 
5. Knowledge of the characteristics and behavior 
of nuclear systems is still limited. 


“The report made no recommendation 
for changes in the legal rules of liability 
governing the less hazardous uses of 
radioactive materials, and promised to 
continue its investigation of the many 
problems involved, and eventually to 
make recommendations for uniform legis- 
lation in the future, giving first atten- 
tion to the more substantial and im- 
mediate needs.” 


Some Insurers’ Questions 


Mr. Berkeley said the tendency seems 
clear to recognize the necessity and 
desirability of a degree of uniformity in 
State laws. He added that the insurers 
have many questions also, for instance: 


“1. Should the laws permit re-opening 
of damage awards because of the progres- 
sive nature of radiation injuries ? 

“2, Should individuals be permitted 
recovery for possible genetic damage 
which can be revealed in future genera- 
tions? 

“3. Should different liability rules be 
applied to different types of uses of 
radiation ?” 

Mr. Berkeley believes it is important 
to recognize the inherent situation that 
the public finds itself practically helpless 
to prove its case in many instances. 


(Continued on Page 40) 








ANOTHER ADAPTABLE 


CROWN LIFE 


PLAN 


designed for sale... where low premiums... where high cash 
values... where high dividends are required ! 


20 PAY CROWN SECURITY LIFE AT 65 





Ann. Prem.** 


CSV 2 
5 

10 

20 

at 65 


Accum. Divs.* 1 
§ 

10 

20 

65 





*Dividends not estimates or guarantees 


Compare these top values per $1,000: 


Age 25 Age 35 Age 45 
$ 29.53 $ 36.32 $ 46.32 
13.00 19.00 26.00 
87.00 109.00 134.00 
223.00 274.00 329.00 
554.00 676.00 814.00 
814.00 814.00 814.00 
2.61 2.82 3.43 
16.00 18.00 22.00 
42.00 47.00 57.00 
133.00 152.00 184.00 
506.00 324.00 184.00 


**Plus $7.50 per policy annually. 





Sold non-participating, too, with lower premiums but same high commissions 


when it’s new 
in town 

it comes 
from 


CROWN 


Middle Atlantic 





New Jersey: 








To: Brokerage Development Dept., 
Crown Life Insurance Co., 
120 Bloor St. E., Toronto, Canada. 


Please rush details of Crown Security Life at 
65 and 20 Pay Security Life at 65 
to: 


NAME 





ADDRESS 





Ss PC 





New Jersey Life Associates, Inc., Suite 930, Ray- 
mond Commerce Bidg., 1180 Raymond Bivd., New- 


ark 2, MI 2-2083 


Pennsylvania: 


A. R. Atwater, 354 Lancaster Ave., Haverford, 


TR 8-2848, MI 2-4421 


J. J. Durkin, Shrineview, Dallas, 4-6203 


J. Ehrman, 5700 Bartlett St., Pittsburgh, AT 1-0626 
P. G. Kekich, 1614 Investment Blidg., 239 Fourth 


‘ Ave., Pittsburgh, GR 1-9010 


T. E. Malley, 2608 Saybrook Dr., Pittsburgh, CH 


1-4313 


G. A. Vickey, 3927 Wood St., Erie, UN 4-3522 


A. F. Williams, Metzger Bidg., State College, AD 


7-4901 
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NBCU’s Experience and Schedule 
Rating Plan Criticized by NAIA 


The plan of the National Bureau of 
Casualty Underwriters for experience 
and schedule rating has been criticized 
by the National Association of Insurance 
Agents since, in NAIA’s opinion, the 
plan -does not comply with fictitious 
group insurance statutes and ruling now 
in effect ™ most states. Discussion of 
NBCU’s plan took place at NAIA’s re- 
cent annual meeting in Dallas. 

In a letter to the various state asso- 
ciation officers, NAIA President Cooper 
M. ‘Cubbedge of Jacksonville, Fla., urged 
that this matter be given serious con- 
sideration and that the state officers 
discuss the plan with their respective 
Insurance Commissioner. The letter was 
accompanied by a copy of a brochure 
prepared by the National Bureau ex- 
plaining the plan. 

Now filed in about 45 states, the plan 
has le approved so far in 30 states. 
It involves extension of experience and 
schedule rating plans to franchise 
grantees which are not owned by the 
insured. “This would appear to legalize 
certain group insurance proposals which 
the various state associations and the 
NAIA have opposed vigorously in the 
past,” said Mr. Cubbedge. The Bureau 
plan also permits enlargement of fleet 
rating principles to automobiles owned 
by employes of the risk to be rated. 


While the National Bureau filing would 
affect only the casualty risks under its 
jurisdiction, concern was expressed by 
the NAIA “that approval in that field 
will leave the door wide open to many 
more group insurance plans of an even 
more serious nature.” In September, 
1956, the NAIA reaffirmed its opposition 
to group insurance and condemned the 
solicitation of this line where there is 
no common ownership. A _ ruling of 
Florida Insurance Commissioner J. Ed- 
win Larson was referred to at that time 
which stated in part that the Florida 
Insurance Department ‘ ‘will not approve 
any rate, rating plan or form of any 
nature for fire, casualty or surety in- 
surance which provides or makes avail- 
able to any person, firm or corporation 
any preferred rate or form based on 
any fictitious grouping of such persons, 
firms or corporations by way of mem- 
bership, license, franchise, contract, 
agreement or by any other means other 
than common ownership.” Similar rul- 
ings and statutes are in effect in 30 
States. 

“The NAIA,” Mr. Cubbedge stated, 
“continues to be concerned over the 
tendency to combine fictitious groups 
for rating purposes where no insurable 
entity, as such, is present. Such fictitious 
groups are incompatible with sound prin- 
ciples of rating an insurance hazard.” 





National Casualty Advances 


Gottemoeller to Vice Pres. 

B. G. Gottemoeller has been advanced 
to vice president of National Casualty 

f Detroit. Executive Vice President P. 
G. Korn made the announcement follow- 
ing the election of officers at a recent 
board of directors meeting. 

Mr. Gottemoeller, who joined the com- 
pany in 1960 as assistant vice president 
in charge of casualty claims, has been 
director of claims policies for Nation- 
wide Insurance. 

A graduate of Ohio State University, 
he completed his law studies at Franklin 
University in 1941 and was admitted to 
the Ohio Bar in 1942. He received 
his CPCU degree in 1953 and has served 
as past president of the Columbus Chap- 
ter, CPCU. He is a veteran of the U. S. 
Navy, having served for 18 months dur- 
ing World War II as a Lieutenant (jg). 
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C. C. Clothier, Retired V.P. of 
The Travelers, Dead at 68 


C. C. Clothier, 68, retired president in 
charge of The Travelers claim depart- 
ment, died recently in Daytona Beach, 
Fla. 

Mr. Clothier retired from The Trav- 
elers in 1957 after 38 years with the com- 
pany. He had been vice president for 
eight years. 

He joined The Travelers in 1919 as a 
claims investigator in Omaha, Neb., and 
later served at company offices in Okla- 
homa City, Okla., Chicago and New York 
City. He joined the home office in 1943 
as casualty claims department manager 
and was named secretary of the com- 
bined claim department in 1945. 

A graduate of the University of South 
Dakota Law School, Mr. Clothier prac- 
ticed law in Mobridge, S. D., before 
joining The Travelers. 
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Leslie on New Plan 


(Continued from Page 1) 


of their fleets of private passenger and 
commercial cars in favor of subsidizing 
employes’ use of their own automobiles 
in the employers’ business.” 


Reasons for Changes by Insureds 


Mr. Leslie noted that these are among 
the reasons why insureds are taking 
such steps: 

1. Corporation capital is thereby re- 
leased for other uses. 

2. A sizeable corporate tax burden is 
reduced. 

3. An added incentive for efficiency at 
the local level is given to a franchise 
holder—or to the owner of a vehicle who 
previously used a company-owned car 
and can be expected to drive his own 
vehicle more safely. 

4. Problems with labor unions are 
eased through dispersion of exposures. 

A good insurance program will serve 
as an inducement to eliminate franchise 
dealer turnover. 

6. Safety and engineering programs 
can reduce insurance costs as effectively 
as if exposures were owned. 

The NBCU executive said the Bureau’s 
original experience and schedule rating 
plans were not sufficiently flexible to 
enable Bureau companies and the agents 
who represent them to compete favorably 
with certain independent companies 
which have developed Group dividend 
plans, companies which have offered to 
insure fleets of individually owned em- 
ployes’ automobiles, and companies 
formed specifically to insure employes’ 
cars, 

Faced With Serious Loss of Business 


“In a nutshell,” he asserted, “our com- 
panies—and our agents—were faced with 
a serious loss of business which could 
not be ignored, and further found them- 
selves at a critical disadvantage in at- 
tempting to attract new business. 

“If our companies do not recognize 
these trends business will obviously flow 
to the non-admitted market through 
surplus lines insurance—or to competi- 
tors who can effect overall premium ad- 
justments through exposures in other 
states. Producers who now write the ex- 
posures of an individual franchise holder 
cannot prevent the franchise grantor 
from arranging for an attractive overall 
insurance program; it is to their ad- 
vantage to try to participate therein 
through the originating carrier. 

“The updated plans provide Bureau 
companies and their agents the increased 
maneuverability—and_ flexibility—needed 
to place them in a solid competitive 
position,” he explained. 

Mr. Leslie said he was confident that 

the plans’ “built-in safeguards” would 
“effectively preclude fictitious grouping. 
We have always felt strongly that ficti- 
tious grouping is incompatible with 
sound principles of rating an insurance 
hazard.” 
“Included in this precautionary area is 
a stipulation that allied or subsidiary in- 
terests may not be included unless the 
insured holds a majority financial in- 
terest in them, or alternatively that the 
following conditions exist under an ex- 
clusive franchise arrangement between 
the franchise grantor and the other in- 
terests to be rated: 

1. All interests operate under a com- 
mon trade name. 

All interests use one or more iden- 
tical products or services obtained 
through the franchise grantor. 

3. One source establishes and main- 
tains standards regarding management 
control and is responsible for insurance 
premium payment for all interests op- 
erating under the exclusive franchise. 

4. There is no legal prohibition against 
ownership by the franchise grantor of 
the operation of the other interests to 
be rated. 

Similarly, automobiles owned by em- 
ployes of one employer may be rated on 
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a combined risk basis only if they fulfill 
these seven requirements spelled out by 
the revised rules: 


There are five or more private pas- 
senger or commercial automobiles owned 
by either employer or employe. 

2. The usual duties of the employes to 
be rated involve the use of a motor 
vehicle and such employes receive an 
operating allowance or reimbursement 
for expenses incurred, or the terms of 
employment contemplate the use of a 
motor vehicle. 

3. No more than one automobile per 
employe may be included and _ private 
passenger cars must be written at Class 
3 rates. Further, the automobiles of all 
eligible employes must be included. Cov- 
erage must be afforded in accordance 
with the provisions of the basic automo- 
bile liability policy form. 

4. Requirements regarding the use and 
maintenance of cars owned by eligible 
employes must be established and ad- 
— to. 

The employer is responsible for the 
payment of premiums. 

Private passenger cars owned by 
eligible employes are not subject to the 
provisions of any safe driver insurance 
plan rule. 

7. The policy schedule must list the 
employes by name and include a de- 
scription of the automobile covered. 

Mr. Leslie noted that the plans had 
been discussed before their filing with 
representatives of several producers’ or- 
ganizations. He said none voiced opposi- 
tion and some expressed wholehearted 
approval. 


Aetna Casualty’s Manager 
At Boston, C. Jameson, Dies 


Charles R. Jameson, general manager 
of the Boston office of Aetna Casualty 
& Surety and Standard Fire died October 
22. He was 5/. 

Mr. Jameson had been associated with 
the Aetna Casualty organization for more 
than 36 years and had been the head of 
the Boston office for the past eight years. 
He joined Aetna following his gradua- 
tion from Dartmouth College and after 
several field assignments, including two 
years at the Boston office, was named 
manager in 1943 of the 42nd Street office 
in New York City. 

Later he was promoted to assistant 
general manager at Aetna’s New York 
headquarters. He became manager of 
the Boston office in 1953 and two years 
ago was made general manager. 

A past president of the New York 
chapter of Chartered Property and Cas- 
ualty Underwriters, Mr. Jameson was a 
corporator of the West Newton Savings 
Bank, a member of the Algonquin and 
Downtown Clubs in Boston, and a 32nd 
degree Mason. 
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Casualty Actuarial Society 
To Hold Its Annual Meeting 
November 15-17 in Chicago 


‘illiam Leslie, Jr., president of the 
Casualty Actuarial Society, has an- 
nounced that the 1961 annual meeting 
io be held at the Palmer House, Chi- 

_ November 15-17. The meeting will 
gin at 2:00 p.m. on November 15, with 
slowing four simultaneous ‘seminars : 
“Reinsurance,” chairman, Paul M. 
Otterson, vice president and actuary, 
Federated Mutual Implement and 
Hardware Insurance Co. 

“Reports For Management,” chair- 
man, Clarence S. Coates, actuary, 
Lumbermens Mutual Casualty. 


Safety Incentive Program 
Approved for N. H. Drivers 
Is Effective November 15 


An insurance program designed to en- 
courage safer driving habits among New 
Hampshire motorists has been approved 
by State Insurance Commissioner Donald 
Knowlton. He also approved new dis- 
counts for farmers and multiple car 
owners as well as reductions in automo- 
hile collision and medical payments pre- 
miums. 

These changes, to become effective 
November 15, were announced by the 
National Bureau of Casualty Underwrit- 
ers and the National Automobile Under- 
writers Association, national rating or- 

rations, on behalf of their more than 

) affiliated companies that may wish to 


yew Hampshire Safety Incentive 
bt will provide lower auto insur- 
ance premiums (about 15%) for private 
passenger cars operated only by expe- 
rienced drivers who have maintained 
lent free driving records for the last 
years. (approximately 75% of all 
car owners). Rates will be in- 
creased for drivers who have had acci- 
dents during that period. Inexperienced 
drivers in most sections of New Hamp- 
shire also will pay slightly higher pre- 
miums. 

Under the revised two or more auto- 
mobiles credit program, eligible families 
will receive a 20% discount for liability 
insurance and a 10% discount for colli- 
son insurance applicable to all family 
automobiles if there is no inexperienced 
operator using the autos. This replaces 
the current 25% discount; which is ap- 
plicable to all cars owned ‘by one family 
with the exception of the initial auto- 
mobile. 

These changes will result in a reduc- 
tion in the premium for these families 
for liability insurance, and collision in- 
surance premiums will remain about the 
same, 

The NAUA announced a revision of 
physical damage rates and premiums 
which will produce an overall reduction 
of 5.27%. The changes for private pass- 
enger cars will be an increase of 4.7% 
for comprehensive coverage, a decrease 
of 11.8% for $50 deductible collision and 
a decrease of 1.7% for $100 deductible 
collision. Revisions in commercial and 
miscellaneous types of auto coverage will 
produce a slight increase. 

Premium reductions of 15% have also 
bcen announced for medical payments 
coverage, The reductions are based on the 
favorable experience developed for this 
coverage in New Hampshire, the NBCU 
said, 


Apologies to Mr. Dorsett 


Last week in describing the General 
Brokers’ dinner held for Judge Albert 
Conway, former New York Insurance 
Superintendent, Big Bill gave J. Dewey 
Dorsett’s title as “retired, former man- 
ager of Association of Casualty and Sur- 
ety Companies.” 

Writes Mr. Dorsett, who is general 
manager of ACSC: I am far from retire- 
ment and... am still very much alive 
and kicking.” Our sincerest apologies to 
Mr. Dorsett. 
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“Schedule Rating In Fire Insur- 
ance,” chairman, Robert L. Hurley, 
actuary, Inter-Regional Insurance 
Conference. 

“The Problem Of Substandard 
Automobile Risks,” chairman, Frank 
Harwayne, chief actuary, New York 
State Insurance Department. 

On November 16, following reports of 
seminar chairmen, Mr. Leslie will deliver 
the presidential address, introduce new 
members to the society and present them 
with their diplomas. The report of the 
nominating committee and election of 


new officers will follow. 

The evening activities will feature an 
address by Joseph S. Gerber, Illinois 
Director of Insurance, and chairman of 
the executive committee of the National 
Association of Insurance Commissioners. 

The program for the third day includes 
a review of papers presented at the 
spring meeting and presentation of the 
following new papers: 

“Experience Rating Reassessed” by 
Robert A. Bailey, associate actuary, 
Insurance Co. of North America. 

“Recent Trends and Innovations 
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in Individual Hospital Insurance” by 
M. Eugene Blumenfeld, accident and 
health experience analyst, Federal 
Life & Casualty. 

“Observations on the Latest Re- 
ported Stock Insurance Company 
Expenses for 1960” by Mr. Har- 
wayne. 

“An Actuarial Analysis of a Pros- 
pective Experience Rating Approach 
for Group Hospital-Surgical- Medical 
Coverage” by George E. McLean, 
manager, Actuarial-Statistical Serv- 
ices, Blue Cross - Blue Shield. 
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IAC Mid-year Meeting Set 
For December 7-8 in N. Y. 


“Communications in Depth” will be the 
theme for the mid-year meeting of the 
Insurance Advertising Conference to be 
held at the Hotel Delmonico, Park Ave- 
nue at 59th Street, New York City on 
December 7-8 according to Arthur Dan- 
necker, IAC vice president and chair- 
man 

Speakers who will address the con- 
ference include Jerry Friedland of Look 
Magazine; Eugene Mapel, vice president 
of public relations for The Chase Man- 
hattan Bank and Kenneth Crawford, edi- 


tor, Washington columnist for News- 
week Magazine. 
Mr. Friedland will discuss Look’s 


new highway safety vehicle checking 
program as it relates to instirance mar- 
keting, while Mr. Mapel’s address is 
titled “How Chase Manhattan Does It.” 
Both Mr. Friedland and Mr. Mapel will 
address the group at the Thursday 
morning session on December 7. 

Mr. Crawford, who will address the 
luncheon meeting that day will speak 
on Washington tides. A front line war 
correspondent for Newsweek during 
World War II, later he became assistant 
bureau chief in Washington and in 1949 
he was made national affairs editor. In 


Ohio Department Revokes 


Licenses of Kroll Agencies 


Ohio Superintendent of Insurance 
Robert L. Mullins has announced that 
the licenses of Mark H. Kroll, Agency 
Corp. of America, Inc., and Wilmar In- 
surance Agency, Inc., licensed insurance 
representatives, have been revoked by 
the Ohio Department of Insurance. Both 
the Wilmark Insurance Agency, Inc. and 
Agency Corp. of America, Inc., are wholly 
owned and controlled by Mr. Kroll. 

Revocation of the licenses of Mr. Kroll 
and his two insurance agencies came as 
a result of an extensive administrative 
hearing conducted by Harvey E. Hyman, 
former Common Pleas Judge of Paulding 
County, Ohio. 

In reviewing the 1,369 page transcript 
of testimony and evidence together with 
briefs and other memoranda submitted 
by all parties, Superintendent Mullins 
found that Mr. Kroll and his agencies 
have been engaged in practices in viola- 
tion of the insurance laws of both Ohio 
and Michigan which reflect upon their 
suitability to remain licensed as insurance 
representatives. 





1954, he was named manager of News- 
week’s Washington Bureau. 
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Automatic electronic 


insurance brokers? 





Ridiculous! No new-fangled, push-button selling in this business. Fact is, at 
Public Service Mutual, we cling to a few old-fashioned ideas. Like fast, effi- 
cient service. Personal attention. Know-how. Sound financial footing. The 
one exception — the fresh, bright creative — with which we attack insur- 


ance problems—and solve them, profita 


deviation arrangements lately? 


y- Have you looked into our 


Our deviation arrangement and liberal commission make Public Service insurance easier to sell. 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 

Fire and allied lines. 
SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








10% DEVIATION: 

Automobile bodily nfary and 
property damage liability: al! 
classes 


MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 
37 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. * Mineola: 288 Old Country Rd., Long Island, 
ROBERT ZMOOS, Mgr. + New Rochelle: 245 Hugenot St., W. E. BYRNE, Mgr. * Rochester: 
10 Gibbs St.. W. C. VAN VECHTEN, Mgr. * Buffalo: 907 Morgan Bidg., JOSEPH 
MURPHY, Rep. * Syracuse: 813 State Tower Bidg., JAMES E. MacCOLLUM. Rep. 
Miami: 902 S.W. Second Ave., THOMAS H. RIGGINS, Mgr. * E. Orange: 61 Lincoln 


St., IRVING GROVES, Mgr. 


Deviations and Dividends shown for New York State: . . . for other states, write New York office. 











General F. & C. Awards Koch and deVesty 





E. C. Lechner (right), president, General Fire And Casualty, presents Presi- 
dent’s Cup to Malcolm deVesty for the Newark, N. J., branch office as L. Lloyd 
Koch holds replica given to him. Mr. Koch is assistant secretary of the company 
and Newark special agent. 


The first President’s Cup awards were 
made by General Fire And Casualty at 
service awards dinner 
at the Park Lane Hotel, Manhattan. 

Winners of the initial honors, as a re- 
sult of 
new business production, were L. Lloyd 
Koch, assistant secretary of the 
pany and Newark, N. J. special agent, 
and Malcolm deVesty, former manager 
of the Newark 
promoted to 
department in the New York home office. 

Mr. Koch was presented with a replica 
of the cup by E. C. Lechner, president, 
and Mr. deVesty accepted the large, in- 
scribed cup on behalf of the Newark of- 


its recent annual 


company-wide competition for 


com- 


branch office, recently 


manager of the casualty 


fice. 

The 
presentation of length-of-service awards 
by Mr. Lechner to 29 members of the 
staffs of the home office and the Newark 
and Philadelphia branch offices. Silver 
trays for 20-year service records went 
to Kenneth Clolery, manager of the New 
York casualty department, and Edward 
Hunt, manager of the workmen’s com- 
pensation claims department. 

Fifteen-year awards and gold pins 
were given to Anne Oakes of the under- 
writing department; Edward Ruffino, 
superintendent of the New York casualty 
underwriting department, and to Edwin 
Miller, safety and inspection engineer of 
the Newark office. 

Wrist watches and citations in the ten- 


dinner was also the occasion of 


Emerging From ‘Dog House’ 
(Continued from Page 35) 


though they now yield around 5% they 
are subject to the 52% tax rate so that 
the net rate of around 24%4% is substan- 
tially less than the more than 314% which 
can be received currently from tax ex- 
empt state and municipal obligations. 

5. “Invest in long maturities. Short or 
medium terms, up to 15 years, are re- 
garded as more proper. Near term due 
dates help to stabilize market fluctua- 
tions. 

6. “Invest in mortgages. These are 
considered illiquid investments and fire 
and casualty managements desire liquid- 
ity because of possible catastrophe. 

7. “Invest in real estate, for the same 
reason.” 

Mr. Davis concluded: “For those that 
can afford them, common stocks will re- 
main the bulwark of fire and casualty 
investment policy in America. We are in 
the Century of the Common Man, it is 
true, but it is also the Century of the 
Common Stock.” ‘ 


year service category were presented to 
Anne Conlon, Caroline Grant, Dana Sil- 
bajoris, Marguerite Woolard, George 
Douchkess, John Keane and Marshall 
Rattner, home office, and Emil Docktor 
of the Newark office. 

Gold pins and citations were given for 
five-year service to Laurette Becker, 
Josephine DeLuca, Virginia Easlick, Olga 
Horodecky, Bridie Quirke, Isobel Steven, 
Mannie Cantos, Raymond Finch, and 
Joseph Loring, all of the home office; 
William M. Thompson, branch manager, 
and Ann Heritage and Joseph J. Mc- 
Nally of the Philadelphia office, and 
Agnes Thorne, Frank Cangi, William 
Jenkins and Joseph Sutula of the New- 
ark office. 


APPOINT MEYERS AND KLEMM 


Zurich-American Insurance Companies 
have appointed Joseph Meyers and Vin- 
cent C. Klemm claim supervisors in the 
East Orange, N. J., branch office. Mr. 
Meyers has been claim manager for 
United States Casualty in Paterson, N. 
J., for the past 14 years and before 
that was associated with New Amsterdam 
Casualty. Mr. Klemm was formerly as- 
sociated with Fireman’s Fund and prior 
to that Royal-Globe Insurance group. 


Nuclear Energy Report 


(Continued from Page 37) 


“Serious attempts have been made to 
analyze the Atomic Energy ‘Commission’s 
philosophy, but so far the situation seems 
to be to require ‘financial protection’ for 
the AEC determined as to degree and 
amount by the size of the undertaking 
involved instead of to the full extent of 
the facilities provided by private insur- 
ance carriers,” he brought out. 

“So far Congress has been silent as to 
the possible interstate conflict because 
of substantial differences in the doctrines 
of liability as developed or as they may 
be developed. Each state is almost on 
its own insofar as the doctrine of liability 
which may be established. 

“This committee of the American Bar 
Association proposed or suggested the 
inadequacy of short term statute of limi- 
tations and indicated that three years 
be used after manifestation of injury or 
ten years after the date of last occurrence 
instead. 

“It would be helpful,” Mr. Berkeley 
concluded “to learn just how the ‘pools’ 
think about some of the problems. The 
pools are Nuclear Energy Property In- 
surance Association (NEPIA), Nuclear 
Energy Liability Insurance Association 
(NELIA) of the stock companies and the 
Mutual Atomic Energy Liability Un- 
derwriters (MAELU).” 
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Mr. Za packages boiler and machinery with 
motel or apartment policy! 


Z-A Insuremen once again pace competition as they offer boiler ™ Jess effort, fewer calls. All part of Insuremanship*. Want to do 


and machinery coverage in same multi-peril package for 


business that way? So do we! 
motel or apartmentt...and at reduced rates! Client 


J ZURICH INSURANCE COMPANY 

A ° AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
gets more coverage under one policy with less fuss. ZURICH LIFE INSURANCE COMPANY (affiliate) 
ZURICH AMERICAN LIFE INSURANCE COMPANY (affiliate) 


I ° . . ° 111 West Jackson Boulevard, Chicago 4, Iilinois, Phone: 922-3124 
nsureman writes one policy quicker, sells more with OFFICES IN: New York, Boston, Providence, New Haven, Buttalo, 
Amsterdam, Orange, Philadelphia, Pittsburgh, Baltimore, Greens- 
boro, Charleston, Savannah, Atlanta, Birmingham, Canton, Cleve- 
j i 3 land, Cincinnati, Detroit, Grand Rapids, Minneapolis, Milwaukee, 
er ee Chicago, Jackson, Dallas, Des Moines, St. Louis, Kansas City, 
Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, 
Los Angeles, Phoenix, Richmond. 
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PUBLIC RELATIONS COOPERATION 
Successful public relations cannot be 
completely the job of a professionally 
trained and experienced organization in 
that field. There must be continuous co- 
operation from the people who seek to be 
helped so that well coordinated efforts 
bring desired results. 
a Carroll the 
Information Institute told members of 
the New York State Association of In- 
surance Agents at their regional meeting 
in Garden City that while the I.1.I. has 
been successful beyond expectations dur- 
ing its nearly two years of existence it 
cannot carry the ball 
surance industry. 

The L.1.I. has cooperated with the Na- 
tional Association of Insurance Agents in 
producing and distributing a public serv- 
ice news column which many local boards 
or individual agents place in their local 
newspapers, in wide va- 
riety of other public relations services all 
designed to improve the public image of 
the stock insurance industry—including 
both companies and producers. 
he warns that the LILI, or any similar 
PR facility, is not able to accept full re- 
sponsibility. That must be shared with 
all those who come into personal con- 
tact with insurance buyers. 

The agent, broker, 
fieldman and agency 
ployes all reflect the insurance industry 
when meeting with the public. Even 
though armed with I.1.1. facts about busi- 
ness, public attitudes, printed pamphlets, 
motion pictures and exhibit materials the 
producer must follow through with the 
“ammunition” supplied to him, or her. 
Mr. Bateman stated that the “image of 
our business is going to depend to a great 
extent upon the policies, practices and 
actions of companies and individuals who 
are connected with the day-to-day trans- 
action of the business 
sume otherwise.” 

Public relations can make the public 
receptive to good insurance coverage and 
service, but the local insurance producer, 
adjuster or company man is the one who 
actually fashions the final insurance 
image, favorable or otherwise, in each 
person’s mind. And that person, in turn, 
often transmits the image to others in 
business conversations, at cocktail ses- 
sions, in over-the-fence week-end chats, 


General Manager 


Bateman of Insurance 


alone for the in- 


addition to a 


However, 


adjuster, company 
and company em- 


Let no one as- 


and so on. Hence the very vital impor- 
tance of local follow-through on well di- 
rected central public relations efforts so 
that the “chain” of impressions cited is 
started correctly and based on facts. 


ATTACKS MEREDITH BOOK 

L. Douglas Meredith, executive vice 
president, National Life of Vermont, has 
written a book “Life Insurance Versus 
the Ups and Downs of Mutual Funds” 
which so irritated Norman F. 
of Bridgeport, a financial consultant 
specializing in mutual funds that he has 
written a vitriolic attack on the book 
consisting of four single space type- 
written pages and sent it not only to 
Author Meredith but to a large number 
Mr. 
Dacey is well within his rights in send- 
ing Mr. Meredith his opinion of the 
book, but the ethics of mailing to news- 
papers this one-sided attack on the in- 
surance executive is questionable. 

If everybody not in accord with an 
author’s viewpoints, should find news- 
papers ready to print such complaints 
then columns of the press would be so 
jammed that there would be no space 
left for such news as Kennedy, Berlin, 
the Soviet, Africa or the football games. 
Many newspapers receiving attacks on 
other peoples’ books will regard the 
personal assault as a document of self- 
exploitation, an attempt to grab publicity 
which should more appropriately be ad- 
dressed to advertising managers of pub- 
lications instead of to editors. 


Dacey 


of insurance and other newspapers. 


Walter B. Savage 


special agent at 
Trenton 


for the Standard Fire of New 
Jersey who is known as WOBO The 
Fire Clown, has completed eight per- 
formances in three weeks, and over 1,800 
children saw the show, making a total 
of over 4,500 so far in 1961. Mr. Savage 
is interested in getting others to work 
with him in clown safety programe, and 
they should contact him at P. 30x 551, 


Trenton, N. J. 


* * * 


Walter B. Wheeler, CLU, director of 
field services for American College of 
Life Underwriters, recently observed his 
tenth anniv ersary with that organization. 
In this position, Mr. Wheeler has the 
responsibility for working with educa- 
tional chairmen and others throughout 


the United States to enroll candidates 
in the American College’s study pro- 
grams. 


CAMERON §S 


. TOOLE 


Cameron S. Toole, metropolitan New 
York and suburban manager of The 
Travelers Fire, on November 1 celebrated 
35 years of service with that company 
and its affiliate, Charter Oak Fire. He 
has spent his entire insurance career with 
the Travelers organization, joining in 
1926, about a year after formation of 
the fire company. Before becoming man- 
in 1946 he had served as special 
agent and assistant manager and educa- 
tional director in New York branch office 
under the late Fred W. Kentner. An 
active member of the American Associa- 
tion of University Teachers of Insurance 
Mr. Toole is also a life member of the In- 
surance Society of New York, chairman 
of its fire lecture 


ager 


committee and was a 
member of the general educational com- 
mittee. He started and conducted the 
brokers’ course at Pace College for eight 
years and also lectured at the Pohs Insti- 
tute. During 1956-57 Mr. Toole was 
chairman of the Red Cross insurance 
division Blood Donor unit which collected 
blood from 4,438 contributors. Recently 
he received a pin from the Red Cross in 
honor of 10 years’ service. 


ca 6 


Walter C. Ploeser, former United 
States Representative and Ambassador to 
Paraguay, was among the 15 Missourians 
elected to receive the 33d degree in the 
Masonic Order, the highest honor con- 
ferred by the body. They were among 
the men selected by the Supreme Coun- 
cil of the Scottish Rite of Freemansonry, 
Southern Jurisdiction. Elections for the 
33d degree are held every two years and 
are in recognition of outstanding con- 
tribution to society. Mr. Ploeser is head 
of Ploeser, Watts & Company, general 
insurance, Clayton, Mo. 


* * * 


William F. Stanz, prominent Brook- 
lyn insurance agent, has been 63 years in 
the business and is still going strong. 
He is associated with the agency of 
Tuttle Pendleton & Gelston, Inc., was a 
major in the Army during W. orld War 
Il, has been president of the Brooklyn 
Insurance Agents Association, and has 
for many years been a regular attendant 
at conventions of the National Associa- 
tion of Insurance Agents and the New 
York State Association. He has been 
active in affairs of these organizations. 
A few days ago he attended the down- 
state meeting at Garden City of the New 
York Association 





JAMES F. CRAFTS 


James F. Crafts of San Francisco, 
president of Fireman’s Fund Insurance 
Co. and affiliates, has been re-elected a 
regular board member of the National 
Industrial Conference Board for a one- 
year term. The election took place at 
the board’s meeting in New York City. 
Founded in 1916, The Conference Board 
is an independent and non-profit institu- 
tion for business and industrial fact 
finding through scientific research. Work 
of the board is made possible through 
the support of more than 3,600 subscrib- 
ing associates. 

+ 

James B. McKee, member of the agen- 
cy firm of McKee, Oliver & Geny of 
Nashville, Tenn., is doing a noteworthy 
job this year as president of the Na- 
tional Association of Surety Bond Pro- 
ducers. He entered the agency field in 
1948 with Charles Sykes & Son, Nash- 
ville, after serving as an advertising 
executive with the Newspaper Printing 
Corp., Nashville, and with the “Nash- 
ville Banner.” A native of Nashville, he 
attended the University of Tennessee. 
In 1956 he organized his present firm 
with Charles W. Geny and the late 
Robert L. Oliver and this agency has 
prospered. Elected to NASBP presi- 
dency last spring at its San Francisco 
annual meeting, Mr. McKee had previ- 
ously served the organization as secre- 
tary-treasurer (1952-53), as a member of 
the board of directors for two terms and 
as regional vice president. In Nashville 
he is a member of the Rotary Club, the 
Belle Meade Country Club and _ the 
Cumberland Club. 


* * * 


Stuart F. Smith, director 
senior vice president of Connecticut 
General Life, was guest of honor at a 
recent testimonial luncheon given by ten 
leading Connecticut General Life agents 
and field agency managers at the Hart- 
ford Club. Mr. Smith, a veteran of more 
than 40 years in life insurance, is one 
of the foremost authorities on the philos- 
ophy of estate planning, and has earned 
national prominence within the insurance 
industry for his sales management_in- 
novations. In Mr. Smith’s name the Con- 
necticut General agency field force has 
contributed a substantial sum to the Mil- 
lion Dollar Round Table Foundation. 


and retired 


* * * 


Charles G. Dougherty, vice president, 
insurance and public relations, Metropol- 
itan Life, has been elected a director of 
E. W. Bliss Co. of Canton, Ohio. The 
Bliss organization is a producer of roll- 
ing mills, presses, fire-fighting and con- 
trol systems, 
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SNAP COURSE? 


It depends. For example, in our training course, the new agent studies in- 
surance from its basic concepts to its fine print. First, there are 6 to 12 
months of private instruction during which his manager provides personal 
tutoring in both theory and field practice. Then, there are weeks of full- 
time classroom instruction by the agent's regional office. There are hun- 
dreds of hours of homework. And written tests--58 in all--covéring auto, 
life, and fire insurance. It all takes about 2% years, a healthy supply of 


energy, and a good deal of black coffee. Yet this is just the beginning. Many : 


State Farm agents go on through C.P.C.U., L.U.T.C., and 0.L.U. programs. —— 
‘Snap course? No. But any State Farm agent will admit he's glad that |g," 
it wasn't. Because it's helped make him Mr. Auto Insurance for 19. 








years straight, with a new world record of 6, 000,000 policyholders. (~~) 
ee STATE FARM MUTUAL AUTOMOBILE INSURANCE COMPANY and companion companies State, Farm Life Insurance Company and, State Farm Fire and Casualty Company . ty + Home Offices: Bloomington, Minois 
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RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. 


GENERAL 
REINSURANCE 
CORPORATION 


Largest American Market Dealing Exclusively In Reinsurance - All Fire, Casualty, Accident and Sickness, Bonding and Marine Lines 


: Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 
Home Office: Se, eee ——e Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
5 . Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL 1, QUEBEC 








